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CERTAIN dealer thought he had done a 

wonderful job in putting three hundred 
low priced cars on the streets of a city of 
seventy-five thousand. 


But when he counted and appraised his second 
hand cars and did some careful figuring he 
found that volume isn’t always profitable. 


The dealer across the street sold sixty Jordans 
—and made real money. 


He had a higher unit profit per car, a lower 
overhead, less service expense, fewer time 
payments—and very little tied up in used cars. 








JORDAN MOTOR CAR CO., Inc., CLEVELAND, OHIO 














What They Say | 
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TELEGRAM 


TELEGRAMS @ —” ,ge-roT 
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Send the following Telegran., subject te the termas on beck hereol, which ave hereby agreed to. 





Asheville, N Car Oct 28, 1927 













HUPP MOTOR CAR CORP DETROIT MICH 


STEADY STREAM OF ENTHUSIASTIC VISITORS ALL DAY YESTERDAY LAST NICHT 
TODAY AND TONIGHT IN ALL ABOUT FIFTEEN TO EIGHTSEN HUNDRED ACCLAIMED 
WEW SIX MODEL AS GREATEST TRIUMPH IN HUPMOBILE HISTORY ACCEPT OUR 

OWN SINCERE CONGRATULATION FOR ALL WHO HAD HAND IN CREATION OF THIS 
TREMENDOUS SURPRISE IT HAS MORE THAN JUSTIFIED ANTICIPATIONS 





THE MOTOR CO 





Write or wire for details 
of Hupmobile franchise in open territory 


Hupp Motor Car Corporation | _ 


Detroit, Mich. wat 
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Revolutionary: — A brand 


new revolutionary idea in Eight-cylinder 
construction that bids fair to become the 
engineering triumph of the season. An 87 
h. p. 8O0-miles-per-hour high compression 
anti-knock motor with dual carburetion 
and feather-weight Bonahlite strut pistons 
gives amazing margin of power, speed and 
flexibility. Also a seven-bearing Six of 
equally revolutionary speed, size and 
beauty. 


Bodies by a notable French engineer, but.a 
chassis designed and constructed for 
America. In no sense a European type ex- 
cept in its individuality of appearance and 


style, \ 


\ 

































And the prices between $1000 and $2000 set 
an entirely new measure of value. A franchise 
that gives you control of your business and 
enables you to sell right up with the leaders. 
Write or wire at once. 
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MOON MOTOR CAR COMPANY - SAINT LOUIS - U.S.A. 












All wheels are free and unob- 
structed. The car can be raised 
or lowered instantly to the ideal 
height for efficient, low-cost 
service. 
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As there are no posts or pits to 
obstruct, several men can work 
on a rush job at the same time. 
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(aR RA 


ES Universal 


Raises a full 4 feet 10 inches. 





Auto-Lift 


o install tion Cost 


The Holmes Universal Auto-Life was designed especially for 
speeding up repairs, washing, polishing and all service opera- 
tions. It is shipped completely assembled with only the guide 
rails detached. You can have it operating in a half an hour or 
can move it from one location to another in approximately the 
same time. No pits to dig, no concrete work, no air connec- 
tions, and no assembly of posts, bearings or pulleys. Simply 
level it up, connect the motor and your profits begin at once. 





Cars are raised by front and rear axles, leaving all wheels 
completely free. Steering gear and wheel assembly are accessible 
for lubrication, adjustment or repairs, and for relining and ad- 
justing 4 wheel brakes. The crank case, transmission and clutch 
can be drained or removed for inspection, lubrication or repaits 
without the slightest interference. Brakes, brake rods, shackle 
bolts, fenders and springs are instantly and completely accessible 
for any service operation. 


The Holmes Universal Auto-Lift is operated entirely by its 
own self-contained electric motor. There are no oil reservoits 
or packing glands, and the operation of the unit is not affected 
by the possible failure or inefficiency of an over-loaded air com- 
pressor. 


Sold by Leading Automobile Accessory Jobbers 


ERNEST HOLMES COMPANY 
CHATTANOOGA TENNESSEE 
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(——_<£[4wAH4, lacquer 


and nickel finish. Neutral colo: 
to harmonize with upholstery.) 


$15. (Parkerized, semi-dull, nickel 
finish. ) 





The 9 reasons 
you can forget 


There are actually 10 good reasons 
why you should sell the Vernay Vapor 
Heater. Here they are: 


[1] Installed in twenty minutes 

[2] Plenty of heat quickly 

[3] No odor, dirt or dangerous fumes 
[4] No valves to stick 

[5] Shuts off positively 

[6] One model fits all 

[7] No danger of fire 

[8] No after-service 


[9] Heat absolutely uniform 


But there is another and a greater 
reason. Forget all the others if you 
wish, but remember this. 


[10] The Vernay gives you a good 
profit and brings you more buyers 


It is not too late in the season even now to 
sell Vernay Heaters. Many will be bought 
for Christmas gifts. All through the cold 
weather there should be a steady demand for 
this—the ideal car-heater. Write, phone or 
wire your orders. 


LAMINATED SHIM CoO., INC. 
216 Fourteenth St., Long Island City, N. Y. 


Makers of Vernay Shutters and Shims of Laminum 
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Dealers are asking this 
vital question 


How soon will the Knight sleeve-valve engine 
replace the poppet-valve type of motor? 


This question is asked by every automobile dealer 
who has investigated the past year’s development 
and progress of the Knight engine. 


Manufacturing facilities are now being greatly 
increased to produce the Knight double-sleeve- 
valve engine. During the next few years this 
expansion must continue to keep pace with the 
rapidly growing public demand for cars powered 
by this famous motor. 


This widespread public adoption of Knight- 
engined cars will be a profitable business for 
every Falcon-Knight dealer. 


FALCON MOTORS CORPORATION + DETROIT 


Falcon-Knighl 


AMERICA’S FINEST TYPE Que 
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Lindbergh would have to make his 
hop eight times to equal the distance! 
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In official A.A.A. tests just completed, 3 strictly 
stock Studebaker Commanders each traveled 


25000 MILES 
m less than 25.000 MINUTES 


Nothing else on earth has ever 
traveled so far so fast 








franchise includes The Dictator, The President and the Erskine Six—a complete line 
of models ranging from $895 to $2250. For full particulars, write or wire TODAY 
to Department 51, The Studebaker Corporation of America, South Bend, Indiana 


s TUDEBAKER 


THE GREAT INDEPENDENT eo, 


The valuable Studebaker Erskine Franchise may be open in your territory—or it may 
be subject to change. In addition to the record-breaking Commander, the Studebaker 
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HE manufacturer knows it... 
the dealer knows it... the 
Public knows it! Pines Automatic 
Winterfront is the only Auto- 
matic Radiator Shutter on the 
market. And what a market! 





AUTOMATIC! 
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Every car owner in your territory 
a live prospect. Did you ever 
have a dozen cars lined up wait- 
ing to buy a necessity that sells 
for around $28? Winterfront 
dealers know what we mean. 


Phone Your Pines Winterfront Distributor Today! 
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PINES 


ERFRO NT 





t’s Automatic 


PINES WINTERFRONT COMPANY, 422 No. Sacramento Bivd., Chicago, Illinois 
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The celebrated Austro-~Daimler 
is a Limken~equipped car. A great 


many of the very finest motor 
cars in the world are equipped 
with Timken Tapered Roller 
Bearings. That is one reason that 


they are the finest. 


THE TIMKEN ROLLER BEARING CO. 
C A N TFT O N , O H 
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This sign will make money for you 


Your income depends entirely on how 

many people drive up to your place. 

The more people~~ the more income This 
free service will bring them in 


d you are not working for nothing. Experience 
gi proves that when you give this free service 
one of two things is sure to happen: either the 
driver fills up with gas and oil—or he tips the 













attendant. 
RG In either case, you are paid This sign is free to those who 
Vy for your trouble. You have ask for it and will put it up in 
/ s) iy, p placed a car owner under front of their store or station. It 
vi 4 1 ake obligation to you. Youhave' isasubstantial metal sign, made 
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i / broadened youropportunity for outdoor use. White letters on 
2a for sales. a blue back ground. A wooden 
For besides gas and oil, youn ‘fame around the metal. Neat 
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La MWis 0)/ can sell new sets of WEED 

ie Tire Chains—WEED Cross 
“  Chains—WEED Chain Pli- 
ers—and all the other ac- 
cessories you handle—to 
these people and make 
money on them. 





AMERICAN CHAIN COMPANY, INC., Bridgeport, Conn. 








and good looking. Size, 48 inches 
long and 16 inches wide. 


Ask your WEED Chain Jobber 
to get you one of these signs, 


mec® or drop a postal card direct 


to us. Remember, the sign is 
yours, free, if you’!l ask for it. 


The sign is yours, FREE, if you ask for it and use it 
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Unofficial Report Says New Ford Ready 





Urge President to. 
Aid in Tax Repeal 


Delegation of Prominent Men 
Makes Call at White 
House 


CALL LAW UNJUST 


WASHINGTON, Nov. 17—The com- 
plete and final repeal of the 3 per cent 
excise tax on automobiles was urged 
on the president today by a delegation 
of manufacturers, representing, they 
told him, not only the industry but the 
22,000,000 users of the country. Those 
in the delegation who called at the 
White House included Roy A. Chapin, 
of the National Automobile Chamber 
of Commerce; Alvan Macauley, presi- 
cent of Packard; W. Ledyard Mit- 
chell, vice-president of Chrysler, A. 
R. Erskine, president of Studebaker; 
H. H. Rice, of General Motors; John N. 
Willys-Overland; A. T. Waterfall, vice- 
president of Dodge; Charles W. Nash, 
president of Nash Motors, and Alfred 
Reeves, general manager of the Nation- 
al Automobile Chamber of Commerce. 

They pointed out to the president 
again, and was stressed before the 
house ways and means committee, that 
the tax on automobiles was originally 
& war emergency revenue and that the 
emergency having passed the industry 
and the public is entitled to have it 
removed, instead of still being taxed in 
the same classification with whisky, 
tobacco and pistols as is the case under 
the present ruling. 

The collection of the tax is a particu- 
larly unjust imposition on the automo- 
bile dealers of the country, the spokes- 

(Turn to page 16, please) 








Raskob Gives Dinner for 


Seligman of Columbia 

NEW YORK, Nov. 18—Leaders in 
the automotive and financial world were 
guests of John J. Raskob, vice-president 
of General Motors Corp. at a dinner 
given to E. R. A. Seligman, professor 
of political economy at Columbia Uni- 


versity, at the Ritz-Carlton Hotel last 
night. At the dinner Professor Selig- 
man outlined the results of his recently 
completed study of the effects and con- 
ditions surrounding instalment selling. 

In introducing Professor Seligman, 
Mr. Raskob said everything indicated 
that 1928 will witness the greatest 
prosperity the United States has ever 
enjoyed. With Ford in production, he 
said, the automotive industry will pro- 
duce 5,000,000 units as against 3,600,- 
000 this year. 








Motor Age Scores 
Another Beat! 


OR months industry and 

press have been full of 
rumors about what will be the 
detailed mechanical construc- 
tion of the new Ford. The most 
likely looking of these rumors 
have been printed in these 
columns as well as elsewhere. 

Now, for the first time, 
Motor Ace and other Chilton 
Class Journal publications are 
able to print in greater detail 
—and with what we believe to 
be more nearly accurate than 
has been possible previously in 
our own or other publications 
—the story that the whole 
industry has been waiting for, 
that of reasonably complete 
and accurate mechanical de- 
tails of the Ford cars now 
coming off the production line 
at River Rouge. 

While the features outlined 
in the accompanying article 
may be found to have been 
slightly altered when the final 
announcement of the new Ford 
is made, the sources from which 
this exclusive Chilton Class 
Journal story was procured is 
such as to preclude any ma- 
terial divergences, unless the 
unexpected happens and there 
is a wholesale scrapping of 
present production plans. 




















Line Featured by 
Attractive Design 


New Models Said to be Fully 
Equipped; Four-Wheel 
Brakes Used 


MANY BODY TYPES 


DETROIT, Nov. 23—With limited 
production in both passenger cars and 
trucks now under way, the new Fords 
probably will be announced shortly. A 
number of the new features of the car 
have previously been described in these 
columns but nothing like a correct 
picture of the entire make-up of the 
new car has been previously disclosed 
in any publication. 

Close inspection of models such as 
these now on the assembly line at Ford- 
son indicate that the new car has 
a higher engine speed of greater horse- 
power with both oil and water pumps, 
a clutch and transmission which are 
almost exact duplicates in miniature on 
those used in the Lincoln, a torque tube 
drive, semi-floating rear axle, wire 
wheels, four-wheel mechanical internal 
brakes, transverse springs, front and 
rear, similar to those formerly used, 
a worm and, sector steering gear, 29 x 
4.50 balloon tires, Houdaille type shock 
absorbers, bumpers, bumperettes, auto- 
matic wiper and dash gasoline gauge. 

There will be eight body models it is 
said. Six of these are already in 
production in very limited quantities. 
These models are a two-passenger road- 
ster, a two-passenger coupe, a two-pas- 
senger cabriolet roadster fitted with a 
rumble seat, a two-door sedan and a 
brougham. The truck line, in addition 
to the % and 1-ton types using the 
passenger car chassis, includes the long 

(Turn to page 24, please) 








Pontiac Every Thirty 


Seconds Now Possible 
DETROIT, Nov. 21—The Oakland 
Motor Car Co. is installing a third 
assembly line for the Pontiac Six, 
President A. R. Glancy revealed today. 
The three assembly lines will be able 
to produce a car every 30 seconds. 
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Cadillac Magazine 
Interesting Book 


New Monthly y Will Circulate 
to Owners as Good-Will 


Proposition 

DETROIT, Nov. 23—Under the title, 
“The Crest,” the Cadillac Motor Car 
Co. is publishing an interesting new 
private monthly magazine. The cir- 
culation is limited to owners of Cadillac 
or La Salle automobiles, the purpose 
of the new publication being to main- 
tain for the Cadillac organization a 
somewhat intimate contact with the 
owners. 

This means, of course, that its aim is 
different from that of the direct adver- 
tising messages that go regularly each 
month to prospective buyers of La Salle 
and Cadillac automobiles. Their func- 
tion is distinctly and specifically sell- 
ing. The function of “The Crest” is not 
selling, but fostering and maintaining 
good-will. 

Unlike many private magazines, it 
is not an avenue of publicity. What- 
ever appears in its text concerning Cad- 
illac or La Salle cars must have suffi- 
cient interest, news, or informative 
value to justify its publication, accord- 
ing to the standards set by the better 
grade of public magazines. 

All Cadillae or La Salle advertising 
is confined to advertisements that are 
given definite space in the same man- 
ner as if the ad¥ertising space were 
sold by the publisher. 





Shepherd Sales Manager 
Cal. Federal Motor Truck 
LOS ANGELES, Nov. 23—R. E. 
Shepherd, who has been connected with 
the Federal Motor Truck Co. of Cali- 
fornia, Inc., since the factory branch 
was opened here three years ago, was 
recently appointed sales manager. 





Rautenstrauch Sails 
NEWARK, Nov. 21—Walter Rauten- 
strauch, president of Splitdorf Bethle- 
hem Electrical Co. and Splitdorf Radio 
Corp. has gone to Europe to be absent 
for a month during which time he will 
deliver a series of lectures. 
















$50,000 a Year or 
Salesmanship 


Made de Easy 


Lesson. Number - -3; “Driving 
Home the Point” 














Hooey-ism 





‘T HE executive at the left, 
who was too busy to take the 
hanger out of his coat before 
putting it on, is a star pupil. 
He writes, “God made _ the 
heavens, but you make the 
stars. I earned scarcely any- 
thing before taking your 
course. Now I make twice as 
much.” 

But to our lesson. It is 
called, “Driving Home _ the 
Point.” The man at the left 
sells more individual pretzels 
than any man in the United 
States. And he does it by mak- 
ing himself stronger than the 
prospect. This is accomplished 
by a judicious use of garlic. 
Simply eat half a garlic, then 
talk to the prospect. When 
you have him wavering, tap 
your finger alongside your nose 
(see illustration), blow at him 
sharply and say, enunciating 
clearly, “When Better Pretzels 
are built, Perkins shall build 
them.” And he'll fall. If he 
doesn’t, you can wait till he 
isn’t looking and trip him. 








McClaren Travels 


Motor Age 


“Color Theme by 
Nature Studios” 


Aseneshiie afew Exhibit to 
Include New Fisher 
Body Designs 





NEW YORK, Nov. 21—In the auto- 
mobile salon to be held at the Hotel 
Commodore, Nov. 27 to Dec. 3, “crea- 
tions from nature’s studio,” will be the 
color theme of the bodies presented by 
the Fischer Body Corp. The display 
will include on the Cadillac chassis 
eight Fisher-Fleetwood bodies and 
three Fisher bodies, and on the LaSalle 
chassis two Fisher-Fleetwood bodies 
and six Fisher bodies. Besides present- 
ing a radical departure from past de- 
sign these creations are particularly 
interesting because of the new color 
developments. Earth, minerals, precious 
stones, flowers, birds, butterflies, sea 
water, and deep-sea fish have all been 
sources of the new colors. Even the 
combinations of colors have been direct- 
ly copied from natural sources and 
checked with scientifically prepared 
color charts. 





Hoagland Succeeds Hayes 


as Hayes Body President 
GRAND RAPIDS, Nov. 19—Hayes 
Body Corp., following a meeting of the 
board of directors, announced the re- 
tirement of H. Jay Hayes as president, 
and the appointment of W. W. Hoag- 
land to that position. Mr. Hayes, who 
has been active in the management of 
the automobile body business of this 
corporation for several years, desired 
to be relieved of some of his more 
arduous duties, and was made chairman 
of the board. Mr. Hoagland has been 
with Hayes more than 10 years. 


Diehl Quits Ford 

DETROIT, Nov. 21—F. H. Diehl! has 
retired as purchasing agent of the 
Ford Motor Co., the Ford company told 
Chilton Class Journal today. Mr. Diehl 
is the second big executive known to 
leave the organization in two weeks. 
The other was W. A. Ryan, who re- 
tired as general sales manager, and 
who has been succeeded by F. L. 
Rockelman. 
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Hooey-ism 














THE perfect mechanic gladly 
makes good all complaints on 
his own time rather than have 
the customer dissatisfied or have 
his boss lose money. 











CHARLOTTE, N. C., Nov. 22—H. L. 
McClaren, president of the McClaren 
Tire and Rubber Co., left here to spend 
six weeks visiting distributors of his 
product in the Middlewestern, Far 
Western and Pacific Coast sections. 





A GOOD parts man follows to 
the letter the procedure laid down 
by some factory expert, who 
never sold a part at retail, three 
thousand miles away. 











N« 





Al 


of tl 
mul 
Spa 
Cra 
esta 
days 


shou 
DeG 
pany 
half 
the ; 
Cha: 
end 
equa 
dren 


Cha: 
per’s 
the 

the 1 
estat 
bate. 


of t] 






November 24,° 1927 





Studebaker-Erskine dealer at West Philadelphia, Pa. 
and compelling proper lighting can make a salesroom at night. 
without taking a good look. And now, where’s yours? 
to give first choice to the most attractive. 


Good Lighting Helps a W hole Lot 


HERE we have something artistic in window displays. It shows a trim made by West Philadelphia Sales Co., Inc., 
Taken on a rainy night, it vividly illustrates how attractive 
This dealer tells us that very few people pass by 
We still have many good ones on hand, but we’re always glad 
What could be fairer? Incidentally, you'll admit that it speaks rather well 





for the reader-interest of Motor AGE when we tell you that from the occasional requests made for these window 
display pictures we have already received 107 





Albert Champion Wills 


Entire Estate to Wife 
DETROIT, Nov. 22—By the terms 
of the will of the late Albert Champion, 
multi-millionaire president of the AC 
Spark Plug Co., of Flint, his wife Edna 
Crawford Champion will receive his 
estate should she survive him by 30 
days. 

It provides that if Mrs. Champion 
Should die before Nov. 26, that B. W. 
DeGuichard, vice-president of the com- 
pany, would receive half and the other 
half would be held in trust for 25 years, 
the income to go to his brother, Prosper 
Champion, and his children. At the 
end of that period it would be divided 
equally between Prosper and his chil- 
dren. 

The will also provides that Mrs. 
Champion aid in the education of Pros- 
per’s children. Mr. DeGuichard and 
the Detroit Trust Co. were named in 
the will as special administrators of the 


— pending its admittance to pro- 
ate, 





Ames Talks at Hub 


BOSTON, Nov. 22—Warren Ames, 
. | of the B. C. Ames Co. of Waltham, 
Was the speaker at the November 








meeting of the New England Section 
of the S.A.E. this week, his address 
being on “Precision Measurements in 
Manufacturing and Service.” 

Many service station employees and 
managers were present in addition to 
the regular S.A.E. members. After the 
talk Mr. Ames answered a lot of ques- 
tions. The lecture was made more in- 
teresting through showing actual parts, 
these being loaned by Noyes-Buick Co. 


Carr Heads Carr Co. 

CAMBRIDGE, MASS., Nov. 19—At 
a recent meeting of the Carr Fastener 
Co. here, M. F. Carr was elected pres- 
ident and Lewis F. Prouty treasurer. 
Mr. Carr succeeds to the position left 
vacant by the recent death of F. S. 
Carr, who headed the organization for 
some years. Preston Upham and 
Charles H. Glidden remain as formerly, 
vice-president and secretary, respec- 
tively. 








Hooey-ism 


A GOOD sales manager never 
lets a man who has bought one 
car from his company buy another 
make of car. 











Europe Too Satisfied 
is Kettering Opinion 

NEW YORK, Nov. 22—Charles F. 
Kettering, vice-president and head of 
research of General Motors Corp., who 
returned from Europe last week, spoke 
optimistically of the development of 
substitutes for gasoline, saying that 
there was no possibility of exhausting 
the fuel supply for motor car use. Gen- 
eral Motors is not concerned over the 
sort of fuel to be used, he declared, but 
is concentrating on methods of getting 
more power out of fuel. 

The trouble with Europe is 
horse-and-buggy idea.” 

“T told a member of the British Gov- 
ernment that if he wanted to get rid of 
the dole the way to do it would be to 
start manufacturing things that are or- 
dinarily called luxuries. Then every 
one would get busy making these 
things, buying these things, and there 
would be prosperity again.” 


Spice With Chrysler 
DETROIT, Nov. 22—Charles G. 
Spice, formerly with the Hyatt Roller 
Bearing Co., motor bearings division in 
the eastern territory, has joined the 
Chrysler Corp. 


“the 
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Studebakers Grab 


Remaining Record 


Two Commenders Hit More 
Than 72 m.p.h. for 
2000 Miles 


SOUTH BEND, IND., Nov. 22—The 
only remaining official speed and endur- 
ance record not held by Studebaker was 
acquired Nov. 15 when two stock model 
Studebaker Commander roadsters set 
a new world record for 2000 miles. 
Each Commander broke the previous 
record of 70 miles per hour. One-aver- 
aged 72.2 miles per hour; the other, 73.3 
miles per hour. 

This record, as with others estab- 
lished in the last few months, was made 
under the supervision of the American 
Automobile Association. The contest 
board of this organization is responsible 
for the checking of all official runs in 
the United States. At the completion 
of the 2000-mile record, the Stude- 
baker Commanders were disassembled, 
checked with other cars of the same 
make, and pronounced strictly stock 
models in every respect. 

The establishment of the 2000-mile 
record follows the run of three stock 
Studebaker Commanders, each of which 
traveled 25,000 miles in less than 25,000 
minutes. 





Saunders Jones is Named 


White Co. Vice-President 
CLEVELAND, Nov. 22—Walter C. 
White, president of the White Co., has 
made the following announcement: 
“Saunders Jones, who has been vice- 
president of the southern region of the 
White Co. with headquarters at At- 
lanta, is being transferred to the home 
office where, as vice-president of the 
White Co., he will act as assistant to 
the president and have all the authority 
that goes with such a position. C. B. 








Optimistic | 











[ N an interview with a repre- 


sentative of Chilton Class 
Journal Co., C. W. Churchill, 
of the Buick Motor Company, 
expressed himself as optimis- 
tic over the sales outlook for 
the balance of the year. Buick 
made approximately 23,000 
automobiles in October and 
has 22,000 scheduled for 
November, he said. New car 
stocks in dealers’ hands are 
normal and demand for cars 
continues at a brisk pace. Mr. 
Churchill says he has heard 
less about used car stocks this 
fall than a year ago indicat- 
ing that this branch of the 
business is improved. 











Cowan, who has been district manager 
at Birmingham, will take over Mr. 
Jones’ work in the southern region as 
acting manager of that region pending 
appointment of a vice-president.” 


Motor Age 


Whippet Makes 
Dangerous Climb 


Said to be First to Master 
850-Foot Pittsburgh R. R. 
Incline 


PITTSBURGH, Nov. 23—A Whippet 
roadster a few days ago climbed the 
steep 850-foot Seventeenth St. incline 
in 46 seconds under the observation of 
Pittsburgh newspapermen. The daring 
climb was made up the inclined railway 
track used to carry the street cars up 
the 37% per cent grade. 

It is stated that this was the first 
time in history that an automobile of 
any make ever has been driven under 
its own power up or down a Pittsburgh 
passenger or commercial incline. 

Hundreds of spectators assembled at 
the top and base of the incline before 
the demonstration got under way and 
many comments of skepticism were 
heard on every side questioning the 
Whippet’s ability to negotiate the steep 
climb, that far exceeds the steepest 
mountain grades. 

The climb was made from a standing 
start at the base of the incline. 


Willems, Franklin Export _ 
Counsel, Visits Australia 

NEW YORK, Nov. 23—Following the 
completion of a successful tour of all 
European countries, including a de- 
tailed trip through the British Isles, 
E. G. Willems, export counsel and or- 
ganizer of the export department of 
the Franklin Automobile Co., Syracuse, 
N. Y., is now proceeding to Australia 
where he will establish new Franklin 
dealers and investigate applications for 
dealer franchises on this continent. 

During the past few months Mr. Wil- 
lems has visited Spain, Morocco, Hol- 
land, Germany, Norway, Sweden, Fin- 
land and Switzerland. 








+op—4- 


selling generally. 





on the front stoop of the manufacturer. 
Read it and see what you think of the points he makes. 


What's Wrong With Retail Selling ? 


F there is any such vertebrate animal extant as a smugly successful dealer, the propounding of the 
[I headlined question may cause him such shock as to induce epilepsy. His business may not be 
sick, so he’s to be pardoned for frothing at the chops if any effort is made to undermine his morale. 
However, while the condition may not apply to certain individual organizations, trouble does trouble retail 


Who is to blame? Well, in the Dec. 1 issue of Motor AGE the fault is placed in a basket and deposited 
The author of the article is a man who comprehends his rhubarb. 


+ + + + 


POLOGIES are due the boys in the back room for the non-appearance in this issue of the heralded 
story entitled “Winter-Proofing the Closed Car Roof.” 
announcements made it necessary to postpone its publication. 


This was scheduled for Nov. 24 but new car 
Look for it in the Dec. 8 number. 


- pote 
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Morris Building 
60,000 Yearly 


Henry Ford of Europe Makes 
Rapid Strides; Turned 
Out 357 in 1919 


WASHINGTON Nov. 22—The phe- 
nomenal rise of W. R. Morris, the 
“Henry Ford” of England, has been 
made the basis of a special report to 
the automotive division of the U. S. 
Department of Commerce by Trade 
Commissioner W. M. Park at London. 

He is the head of the Morris Mo- 
tors, Ltd., Morris Engines, Ltd., and the 
Morris Commercial Cars, Ltd., the three 
having a capitalization of $15,000,000. 
From an output of 357 cars in 1919, 
his companies now produce approx- 
imately 60,000 vehicles a year, being 
almost one-half of the 62 British motor 
car manufacturers’ production which in 
1926 totaled 158,000 passenger cars. 

Like his American prototype the 
English car builder is a believer that 
the public wants a cheap price car and 
that this can only be done by mass pro- 
duction. Prices on the 11.9 hp. Morris- 
Crowley range from $693 to $742. His 
companies pay the highest wage scale 
of any English car manufacturer. In 
addition to the 11.9 hp. Morris-Crow- 
ley, the company builds a 14.26 and a 
15.9 hp. car. 





Portable Garages Aid Sales 


Morris dealers are located in all the 
principal cities and towns and in most 
of the villages of England. Advertis- 
ing is done on a national scale. Port- 
able garages built especially to fit Mor- 
ris cars, financing of instalment pur- 
chases on easy payment terms and free 
insurance for the first year are some of 
the factors in his sales successes. 

The English “Henry Ford” is now in 
his early forties, was born in Worces- 
ter and lived most of his life at Oxford. 
He worked as a bicycle mechanic where 
he first became interested in mechani- 
cal propulsion. He personally built his 
first motorcycle engine. With the in- 
troduction of automobiles he founded a 
garage in Oxford. 





More Fords 


PERRY, N. Y., Nov. 21—Agents of 
Henry Ford have purchased from El- 
mer French a steam engine more than 
half a century old and the wreck of 
another machine nearly 100 years old. 

French was so elated over his sale 
that he forgot to show the agents a 
Sausage grinder more than a century 
old. It has wooden roller to which are 
attached steel teeth and square steel 
knives. French has decided to keep it. 





By SAM U. L. SPARKS 


HY don’t you go out and sell Hank Oaksmith or Jim Sanders a car?” 

One of the village cut-ups ast me one day when I went to the post office 
to mail a bunch of orders to the Half-Past Six factory. “Be handy fer either 
of ’em to have to run down to the bank with.” 


iE 











anaes 





“Ha! Ha!” a coupla the guys chortled, and I notice that Whimpers of 
Whimpers Garage which handles the Awful Six is amongst those present. 
Whimp likes to think he is competition for me, but he ain’t, and my habit of 
selling to people which he didn’t even reckonize as prospects gets under his 
hide. 


* * * * 


Well, you wouldn’t of thought Hank Oaksmith was a good prospect and 
you would of been right about it, but he was one of them cases which circum- 
stances sometimes alters. He owns about half of the township and most usually 
when he ain’t snooping around to see that the tenants which inhabits his farms 
don’t put nothing over on him, he would be driving around in an old buckboard 
picking up bargains in cows and hogs and chickens. And if they is one guy 
which he likes less than another it is Jim Sanders which owns the rest of the 
township. What I mean, Sanders is always trying to put one over on Oaksmith 
and Oaksmith never is happy unless he can go Sanders. one better. 

* * * * 


Well, in the stead of selling one of them a bus, I decide to sell both of them. 
* * * «* 


I had it doped out that they wasn’t nothing I could say to them that would 
interest them as much as their-selves, so I went to see Oaksmith and I tell 
him I hear Sanders is going to buy a bus. 

That no doubt would of been enough to interest him, but I clinched it when 


I told him how he had ought to have a car if he wants to keep his boy on 
the farm. 








Well, I finely sold him a used Half-past Six, and I let physiology of sales- 
manship do the rest. 

If they’s anything will pry old Sanders loose from the price of a bus, thinks 
I, it’s his idea of always going Oaksmith one better, so I drive out a coupla 
days later to his place with a new Half-past Six two-door job, and it ain’t no 
trouble a-tall to get his name on the dotty line because he no doubt thinks here 
is a bus which will beat Oaksmith’s old boat 40 ways from Sunday. 

*” * * 7 


“That guy Sparks sure is lucky—we dared him to sell one car and he 
sells two,” says Whimpers, scratching his head when I broke the news to 
the post office loafers. * * * *& 

Whimpers ain’t got much of that sixth sense which a automobile salesman 
had ought to have, namely, common sense, so one of these days when business 
is slack and I taka a new sedan out and show Oaksmith how much finer it is 
than the two-door job Sanders bought, you hadn’t ought to be surprised if 


Whimpers, sitting in his garage waiting fon customers to come in, lives up to 
his name and whimpers, “Horseshoes!” 
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Ford Building Jap 
Plant for Orient 


Yokohama Shop to Have 
Usual Time and Labor 
Saving Devices 





CLEVELAND, Nov. 22 — Contract 
for building a $1,000,000 branch Ford 
plant in Yokohama, Japan, with ca- 
pacity of 200 cars a day, has been 
awarded to the H. K. Ferguson Co. 

Work will be started immediately on 
the new factory, which will be a complete 
assembling plant for both Fords and 
Lincolns, Ford officials announce. It is 
expected to be completed, with all equip- 
ment installed, by August, 1928. 

The new plant which will supply Ford 
and Lincoln cars to the Orient, will be 
located at Koyasu, a suburb of 
Yokohama, on a tract of seven acres 
recently acquired by the Ford Motor Co. 
The site is one of the first to be bought 
by a foreign company since the pas- 
sage of a law allowing such purchase. 

R. E. J. Summers, chief contracting 
engineer, and several other Ferguson 
engineers have been working on the 
Ford plans for more than a month. The 
building will embody the latest prin- 
ciples of earthquake and fire resisting 
construction, as evolved by Ferguson 
engineers in their research and recon- 
struction work in Japan since the great 
quake of 1923. 

The main building will be 300 x 480 
feet in floor space, with saw-tooth de- 
sign and insulated roof deck. This will 
insure plenty of light and ventilation, 
making working conditions exception- 
ally good during the hot summer 
months. Such care for workers is an 
innovation in the Orient, according to 
Summers. Ford officials feel sure it will 
bring results in efficiency and small 
labor turnover. 

Attached to the main building will be 
a large warehouse with facilities for 
unloading from railroad cars and light- 
ers in the canal, where customs inspec- 
tions can be made and import duties 
computed directly. 





Gardner Signs Lycoming 


Contract for 1928 Engines 
WILLIAMSPORT, PA., Nov. 22— 
Gardner Motor Car Co. has contracted 
with the Lycoming Manufacturing Co. 
for all of its motor requirements for 
the year 1928. 


New Method Gas 
SAN FRANCISCO, CALIF., Nov. 
22—-Successful development of a new 
process for the manufacture of gaso- 
line was announced here by J. Harry 
Mull, president of the Cramp Ship- 
building Co., Philadelphia. The prod- 








Motor Age 





Buicks are quite as popular in Hollywood as elsewhere. Here we have the 


1928 Sport roadster. 


The girl, if any of our young women readers—we have 


plenty of ’em—are interested is, if we know our pedal extremities, none other 
than Marie Prevost. But why the coat, Marie? If you'd sit a few feet farther 
forward you wouldn’t need it 





uct is being manufactured by the 
Petroleum Conversion Corp. at Texas 
City, of which Mull is a director. It is 
a no-knock, high-grade gasoline, made 
by a new method of cracking. 





GMC Declares Quarterly; 
Also Extra Cash Dividend 


DETROIT, Nov. 21—Directors of 
General Motors Corp. have declared the 
regular quarterly dividend on common 
stock of $1.25 a share, payable Dec. 12, 
1927, and an extra cash dividened of 
$2.50 a share, payable Jan. 3, 1928, both 
to stockholders of record Nov. 19. In 
addition the regular quarterly dividends 
were declared on the senior securities, 
payable Feb. 1 to stock of record Jan. 9. 
The corporation’s cash position con- 
tinues strong, current cash and market- 
able securities aggregating approxi- 
mately $235,000,000. 


GM to Have Plant 
at Long Beach, Cal. 


LOS ANGELES, Nov. 18—The 
General Motors Corp. has. secured 
options on two tracts of land in the 
Long Beach Harbor district, with the 
intention of entering the local field with 
a large manufacturing plant. One site 
comprises 600 acres and the other 300. 

C. A. Bland, industrial manager of 
the Long Beach Chamber of Com- 
merce, disclosed details of the project 
last night. 

“Location of a General Motors plant 
in the Los Angeles district is due to 
plans of the Ford Motor Co. which 
have been announced for some time,” 
Bland said. 

Recent plans of Ford company in- 
dicate that it will enter this territory 
with a large program. 








A Better Business Credo 
By Stephen Da Costa* 








as “take’’! 








W ITHIN fhe sordid mart® of trade are gallant warriors unafraid, who 
seek within the constant grind to give full much as they shall find. , 
Each day the conquest thus begun finds some new goal ere setting 
sun. Something to give, always of self, and thus they gather varied pelf. 

In humble shop or enterprise success is plain to seeing eyes, and 
though beset by many ills, there’s lots left after paying bills! 
a greeting, word of cheer, leaves happiness both there and here, and 
better mouse traps still will sell most where a smile’s involved as well. 

To follow well established rules is not the common way of fools, 
yet wiser men will sometimes fail, unseeing on the open trail. 

Why not try out the simple plan of being just a friend to man? 
That “something” that supplies the need of business man for daily 
creed, is just the stuff that makes us glow, when daily, in life’s ebb and 
flow, we meet a chap who, all at stake, has learned to “give” as. well 


*Salesman for H. H. Fowler, Hollywood in California. 


A smile, 
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kK.C. Junk Plan is 
Called Successful 


Dealers Enthusiastic; Firm 
Buys Another; Erecting 
New Plant 


ee 


KANSAS CITY, Nov. 19—Kansas 
City’s experiment with a dealer-owned 
automobile wrecking company is no 
longer an experiment but has become 
an integral part of the automotive 
industry of the city. After almost six 
months the company, known as the 
United Auto Wrecking Co. and owned 
by members of the Kansas City Motor 
Car Dealers Association, is handling 
85 per cent of all the auto salvage 
business of the city. 

Tom H. Shugrue, manager, says the 
company has progressed faster than 
expected and that, in spite of the diffi- 
culties usually encountered by a new 
organization, it has solved the problem 
for the dealers of putting the junk cars 
out of “business.” 

The company also has purchased the 
business of the American Auto Wreck- 
ing Co. The men employed by the 
American company, all experienced 
salvage men, were retained by the 
United company. The United company 
now is employing a force of 10. 


Used Cars 60 Per Cent Less 


Motor car dealers interested in the 
experiment are very much pleased with 
the project. A survey made here indi- 
cates dealers have 60 per cent less 
used cars on hand than this time last 
year, due, they believe, to the fact 
that their yards and used car show 
rooms have been cleared of junk cars 
and that prospects are buying a better 
used car than before. 

W. P. Hemphill, vice-president of the 
dealer association, declares he has al- 
ready received a 25 per cent “dividend” 
on his investment in the wrecking com- 
pany from the better condition brought 
about in the used car situation. At the 
office of George A. Bond, secretary of 
the motor car dealers association, it 
was stated that virtually every dealer 
member reported a better used car con- 
dition resulting from the work of the 
wrecking company. 


Erect New Building 


The wrecking company has erected 
a building so that the wrecking may be 
carried on throughout the winter. A 
catalog, issued recently, is bringing in 
much new business on used parts. Ship- 
ment of junk metal also has_ been 
started. A pair of shears, capable of 
cutting up a junk car in a few minutes, 
ls being installed. 
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By Sherman Swift 


AM strangely elated. The reason, because I have just dipped my paste 
| brush into the ink pot. That, if it be inadvertently done, is, within the ranks 
-of the craft, considered a sure omen that one will eventually become a great 


editor. And even though it is the only ink-ling I have ever had, it in itself is 
sufficient; one needs no further symbol. However, I can hope that if it is to happen 
it comes reasonably soon. Otherwise I shan’t be conscious of it. To become a 
“great” anything after one has progressed so far into the sere and yellow as 
not to know that he has arrived, is tragic. 


ONSIDERING the good start I had, what with Ben Franklin a distaff- 

side ancestor and an early youth devoted in great enough part to 
the wood pile, I should have arrived ere this. However one cannot devote 
too many of the early years to learning how to become a good fisherman, 
carpenter and village grocery store floorwalker, without seriously handi- 
capping one’s self for editorial greatness. That is the penalty of promis- 
cuous specialization. It is also my excuse for having gone no further. Much 
may happen in a few years, however. I have still good health, an over- 
abundance of exuberance and, of still greater value, somewhere in the 
neighborhood of a certain number of years or thereabouts, before I can 
reasonably expect to reach the half-century mark. 


NCIDENTALLY, my somewhat slow progress is in part accounted for by in- 

articulateness. It has always been a matter of regret to me that I have 
not the precocity of Job. You recall that he—or another; you’ll pardon me if 
I don’t stop to look it up—cursed the day he was born. But I am not to blame. 
I first saw the light of day in Articulate, a small village that has only local 
train service, thus making it impossible for anyone born in Articulate to ex- 
press himself. I thought you might be interested to know that. It will be a 
surprise to my friends. . 


EAR the foregoing paragraph in mind. Next week I'll tell you something 

about an old custom that obtains only in Articulate, that may be of value 
to you of the automotive industry. It’s called “The Festival of the Leaves.” 
Look for it next week. In the meantime I'll try not to get busy ow something 
else and forget all about it. 


Y baker, I regret to tell you, has no sense of humor. That I sup- 

pose is the reason why he has money in four banks. The other day 

he asked me if I knew a Frank Harris in New York. I told him that I did 

indeed know a Frank Harris. I said, speaking in the grammatical manner 

that I am wont to employ when addressing trades persons, “The one with 

whom I am acquainted is a tall, skinny man with a brown mustache.” 

The baker shook his head. “The fellow I mean is a short fat man with a 
Chevrolet coupe,” he said unsmilingly. 


PIKING another rumor, I want to take this occasion to tell you that Uncle 
~ Henry Ford is not at his age going to sell cars by the rental plan, details 
of which, as you may have heard, state that the motorist is going to put down 
$150, pay $12.50 a month, and then, at the end of the year, turn in his old car 
with $100, and get a new one. I am so sure that nothing of this kind, or even 
similar in character, is contemplated by Mr. Ford that I herewith make a solemn 
promise to embrace a pig on the front steps of the Philadelphia post office on 
the day that such an announcement is made. Never mind how I know ‘these 
things. We of the press have many secrets that cannot be divulged. Such things 
are affairs of honor, except where tabloid editorial “talent” is concerned. 


HREE communications that may interest you. Oue, a post-card—not a 

letter—says, “Keep on sending Motor Ace. I enclose $3.” A second, “How 
can I get ahold of a gadget that throws out a screen of poison gas from the 
exhaust?” Horrors! Can it be that such a chaste magazine as Motor AGE has 
a reader who is a bootlegger? Letter number three wants information as to 
where may be procured “a stoplight that shows a red skull and crossbones.” That 
might be a good one for the poison gas fellow. 
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Syracuse Dealers 
to Join Junkers 


Car Dealer Group Names 
Four to Report on Salvage 
Possibilities 

SYRACUSE, N. Y., Nov. 19—The 
Syracuse Automobile Dealers Associa- 
tion at its recent meeting named a com- 
mittee of four members to investigate 
and report on a plan of establishing a 
junk and salvage yard, to be owned and 
operated by the association. 

The committee consisting of C. W. 
Bull, S. J. Silverman, B. C. Day and 
W. H. Clegg, will investigate operation 
of similar yards in Omaha and other 
cities and report at the next meeting. 
There is no doubt that the plan will be 
adopted here, perhaps within the next 
month. 

The scheme calls for the junking of 
all cars that have outlived their use- 
fulness as transportation units, that 
come into the hands of the members of 
the association. This would tend 
gradually to work off the streets all 
the old “junkers” whose operation is 
considered a serious menace to auto- 
mobile drivers and pedestrians. 


Canadian G.M.C. Corp. 


Builds Employees Home 
OSHAWA, ONT., Nov. 21—General 
Motors of Canada is attracting con- 
siderable interest, this year, through 
the expenditure of a quarter of a 
million dollars on a housing project 
for its employees. 

A total of 80 homes are being built 
on a dozen city blocks and will sell at 
$4,000 to $4,800. They will be available 
to employees on attractive terms. 








More Miller-Lee Territory 

ROCHESTER, N. Y., Nov. 22—Mil- 
ler-Lee Motors, Inc., Willys-Overland 
distributor here for many years, has 
been appointed distributor in Central 
New York as well as the Rochester ter- 
ritory. George G. Ehle, who was whole- 
sale representative of the Willys-Over- 
land Co. here, has joined the Miller-Lee 
organization as vice-president and will 
handle the wholesale business of the 
firm. He succeeds G, C. Lee, who re- 
signed. 








Army Trucks to Cut 
P.O. Christmas Costs 


WASHINGTON, Nov. 19— 
To expedite handling of 
Christmas mails, the War 
Department has ordered that 
all available motor vehicles not 
actually needed for military. 
purposes be placed at once at 
the disposal of the Post Office 
Department. The actual ex- 
pense of operating the cars is 
to be borne by the P. O. De- 
partment. The vehicles are 
later to be returned to the con- 
trol of the Army. 


Heretofore it has been the 
practice of the P. O. Depart- 
ment to employ in large cities 
a large fleet of outside motor 
equipment in order to handle 
the Christmas rush of mails 
and it is estimated by the gov- 
ernment’s coordinators’ that 
this use of War Department 
trucks will mean a saving of 
more than $2,000,000 to the 
government. 























Hooey-1sm 


THe perfect mechanic can file 
oversize pistons to fit an engine 
or stretch undersize parts if the 
stock man does not have the right 
part. 











Car Delegation Makes 
Call on Pres. Coolidge 


(Continued from page 9) 
man pointed out, explaining to the 
president how the dealer without re- 
course must pay the tax on demon- 
strator cars and repossessed cars, and 
how he must carry the tax as an item 
of overhead from six to 18 months. 

The tax, the President was told, is 
primarily a tax on an essential element 
in transportation on which the busi- 
ness of the country depends. To tax 
automobiles on the theory that they 
should contribute to the highways of 
the country is as misconceived as it 
would be to tax shipping for river and 
harbor development, or tax business 
for the benefit of the department of 
commerce or the farmer for the depart- 
ment of agriculture, the delegation 
pointed out, citing figures to show that 
the Federal government’s federal aid 
program for highways was but 8 per 
cent of the total expenditure for high- 
ways. 

It was estimated that even with the 
elimination of the 3 per cent tax, that 
the motorists of the country pay $700,- 
000,000 annually because they are users 
of automobiles, this payment being in 
addition to their other taxes and as- 
sessments., 

To the other organizations who have 
urged the repeal of the nuisance tax 
this week was added the voice of the 
American Motorists Association, repre- 
senting an organization of individual 
automobile clubs of the United States. 
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Sloan Looks for 
Good ’28 Trade 


Says GM Earnings Will Reach 
Estimates; Export Trade 
Excellent 





NEW YORK, Nov. 23—Alfred Pp. 
Sloan, Jr., president of General Motors 
Corp., on returning yesterday from 
Europe, said that 1928 should be a 
banner year in the motor industry. He 
said that buyers who have been holding 
off for the appearance of the new Ford 
car will soon be in the market, and he 
looks for a substantial increase in al] 
General Motors units next year. He 
added that the corporation’s earnings 
this year should live up to estimates 
already made, as between $223,000,000 
and $225,000,000. 

Foreign business is good, Mr. Sloan 
found, and G. M. is selling more cars 
in Germany than in any other European 
country. He sees no prospect of a re- 
cession. He added: 

“In America the used car situation 
is one of the greatest problems facing 
the industry, and its proper solution 
rests upon a better understanding be- 
tween dealers. When ways and means 
are worked out satisfactorily the auto- 
mobile industry as a whole will be 
greatly benefited. General Motors an- 
ticipates no new developments in the in- 
dustry and so far as our own policy is 
concerned we have no new plans.” 





Durant to Open Branch in 
Syracuse; Maclellan M¢gr. 

SYRACUSE, N. Y., Nov. 19—Durant 
Motors is soon to open a new factory 
branch in this city with H. W. Maclel- 
lan as local manager. The branch is 
to be located at the corner of Warren 
and Willow Sts. 

Mr. Maclellan is a former manager of 
the Nash factory branch in this city. 
He was also formerly with the Ross 
Automobile Co., Buick distributor. 





Starts Chain of Stores 
QUINCY, ILL., Nov. 22—Nations- 
Riley Auto & Radio Supply Co. is open- 
ing a chain of automobile and radio ac- 
cessory stores with headquarters at 838 
Main St., this city. G. J. Nations is 
president. 





Hooey-ism 


A GOOD sales manager can 
eliminate all desire on the part 
of the salesmen to give their cus- 
tomers presents at the expense 
of the company. 
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Finance Companies 


Demand One-Third 


N.A.F.C. Takes Drastic Ac- 
tion; Buyers Must Pay 
All in Year 


CHICAGO, Nov. 22—Despite the out- 
look for an era of unprecedented com- 
petition in the automobile business, the 
National Association of Finance Com- 
panies at its Fourth Annual Convention 
which closed here Nov. 15, reaffirmed 
its determination to adhere to sound 
business principles, and demand a down 
payment of at least one-third on new 
cars and 40 per cent on used cars, with 
the balance in not more than 12 equal 
monthly payments. 

The convention: severely condemned 
the practice which has grown up in 
certain localities of passing the entire 
burden of the purchase of a used car 
to an unsuspecting finance company, by 
means of an inflated bill of sale, and 
credit to the purchaser for a cash down 
payment which was never made. To 
overcome this evil it recommended that 
used car paper should not be purchased 
where the total of instalments is more 
than the value set by the standard 
authority known as “Blue Book.” 


Denounce Speed Trap Justices 


Speed trap justices of the peace, and 
the portion of the constabulary ad- 
dicted to extortion, were roundly de- 
nounced by John W. Creekmur, general 
counsel for the association. Mr. Creek- 
mur called attention to the fact that the 
Supreme Court of the United States has 
decided that the prohibition amendment 
allows prosecution under both state and 
Federal statutes for the same act. 
This, Mr. Creekmur said, had opened a 
way to petty officials who had formerly 
victimized the traveling public under 
the speed laws to seize automobiles 
under state liquor laws. The Volstead 
act protects the rights of innocent 
lienors. Their interests are not always 
looked after by state legislators. 


Bankers Now Won Over 


D. R. Forgan of the National Bank 
of the Republic, Chicago, told the 
finance companies that he had been one 
of the bankers who “viewed with 
alarm” instalment sales, but that he 
had been won over to sound instalment 
financing by the record and history of 
the automobile financing concerns.’ 

Many thoughtful persons attribute 
the unparalleled prosperity of the 
hation to the financing of instalment 
sales according to B. E. Hutchinson, 
vice-president of the Chrysler Corp. 

Instalment selling came so quickly 


IV VOn 
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ALas for him who never sees the sun 
shine through the wintry trees, and knows 
that as for he himself, he’s well supplied 
with ample pelf, to carry through the 
year till spring, when 
motorists their cars 
will bring, to have 
them put in shape to 
drive, when the first 
robin shall arrive, from 
southland fair, and 
frosty haze, gives way 
to warmer, brighter 
days. The trouble lies, most every time, 
when dealers cannot make a dime, in 
winter weather when the snow, is deep 





and north winds coldly blow, right with 


the man who owns the place. Instead 
of giving luck a race, and working hard 
to make folks buy, he just gives up, he 
will not try, to dig up business in the 
cold. And if by any chance he’s told 
that he can make expenses clear, through- 
out the bad part of the year, by asking 
folks with cars to buy, accessories for 
Christmas why, he’ll turn a deaf ear to 
advice, won’t even try it once or twice, 
to see perchance if he is wrong, and you 
are right, when all along, progressive 
tradesmen near and far, are selling for 
the driver’s car a thousand things both 
old and new—if they can do it why not 
your 


Lay in a stock, you'll find it 
pays, to sell things for the 
holidays. 


DA bee Yurnorer B.. 


(Business Doctor) 








to occupy so important a place in the 
general economic structure of this 
country that it is not strange to find 
that some people have regarded it with 
more or less_ suspicion,” said Mr. 
Hutchinson. 

“Used car values have direct interest 
to finance companies in that the financ- 
ing of their sale presents problems of 
its own. The Chrysler Corp. recently 
had an opportunity to review statisti- 
cally the sale by its dealers of some 

(Turn to page 20, please) 





Hooey-ism 


A GOOD sales manager can 
eclipse any advertising stunt 
pulled by a competitor. 
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Franklin to Show 
New Body Styles 


Continental Trend Stressed 
in Airman Mounted 
Custom Jobs 





SYRACUSE, Nov. 22—Among the 
new body designs to appear at the New 
York automobile salon held at the 
Hotel Commodore Nov. 27 to Dec. 3, 
will be four special bodies by leading 
custom body builders, on the new 128 in. 
Franklin “Airman” chassis. 

Representing the latest European 
development in custom body design, a 
special convertible sedan will be ex- 
hibited on one of the new Franklin 
chassis. The body manufactured by the 
Dietrich Co. marks the introduction of 
a new trend in body design in this coun- 
try. 

While offering all the comforts and 
advantages of the completely enclosed 
sedan, the whole top of the body can 
be folded in a few minutes into a small 
recess formed in the rear of the body 
for this purpose. The glass windows 
together with their supports are de- 
signed to disappear into the doors. 

When in the lowered position the 
body carries out the unbroken lines of 
the body and enables the advantages of 
the open sport model touring car to be 
enjoyed. Cleverly built bronze forg- 
ings insuring maximum strength, yet 
permitting small parts to be employed, 
allow the entire top to be folded easily 
into the small space. 

Another body built by Dietrich and 
mounted on the Franklin chassis is a 
cabriolet type town car. 

Two other well-known custom body 
manufacturers, Holbrook Co. and Wil- 
loughby Co., are also supplying bodies. 





N. C. Trade Group to Hold 


Annual Meeting in Spring 
CHARLOTTE, N. C., Nov. 22—Direc- 
tors and officers of the North Carolina 
automotive trade group have decided 
to hold the annual meeting of the asso- 
ciation in this city in the spring. No 
date has yet been announced. Mem- 
bers of the convention committee are 
Fred Anderson, chairman; George T. 
Wadsworth, Joseph G. Fitzsimmons, 
James E. Taylor, Thomas Glasgow and 
C. E. Enfield. 





Distributor Changes Name 

MILWAUKEE, WIS., Nov. 22—An- 
nouncement is made that the Sanger- 
Williams Co., 523 Jefferson St., distrib- 
utor of the Franklin in Wisconsin and 
Upper Michigan, has changed its name 
to George H. Williams, Inc. 
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Annual “Pioneer” 


Gettogether Held 


Buick Dealers From Cali- 
fornia to Maine Spend 
Week in Southland 


CHARLOTTE, N. C., Nov. 22—An 
elaborate program of entertainment 
was arranged by C. C. Coddington, 
president of C. C. Coddington, Inc., 
Buick distributors for the two Caro- 
linas, as part of the preparations for 
the second annual meeting of the 
“Buick Pioneers” held here last week. 

These veterans of the motor indus- 
try came from their homes, located in 
cities scattered from California to 
Massachusetts, and were met at Ashe- 
ville by Mr. Coddington. They left the 
train at that city and motored to 
Charlotte. After spending two nights 
and a day here, the party visited Pine- 
hurst, a noted winter resort near here, 
and thence motored through the rich 
cotton, tobacco and truck growing sec- 
tions of this state to the coast. 

The Pioneers split up the week be- 
tween the meeting, an automobile tour 
about North Carolina and an outing 
at Mr. Coddington’s country estate on 
the Atlantic coast in Onslow county. 

C. W. Churchill, general sales man- 
ager of the Buick Motor Co., and Lee 
A. Folger, an executive of Mr. Cod- 
dington’s organization, were members 
of the party. 


Doris-Green Distributes 
Willys Cars in Carolinas 
CHARLOTTE, N. C., Nov. 21—Ar- 
rangements were concluded here pre- 
liminary to establishing the Doris- 
Green Motor Co., which will have a 
paid-in capital of $150,000 and will 
distribute the Willys-Knight, Overland 
and Whippet lines of motor cars in 
North Carolina and South Carolina. 
Mr. Doris is assistant manager of the 
Willys-Overland Motor Company’s 
branch plant at Atlanta, Ga., and Mr. 
Green is a real estate operator. 





Flood Damages Roads 

BOSTON, Nov. 18—Highway dam- 
age in New England as a result of the 
flood starting in Vermont will run into 
millions. Vermont’s bill for reconstruc- 
tion work will be about $1,000,000. The 
number of bridges will pile up the 
total $500,000 more. 

Over in New Hampshire the high- 
ways were flooded along the Connecti- 
cut River, and further inland other 
sections were under water as a result 
of the excessive rains. Crawford and 
Pinkham notches in the White Moun- 
tains were closed by washouts. It is 





An 8-in-Line at $1,395 


Motor Age 


KIO TEE 





FE.tcar’s latest, the Travel Air with the shockless chassis, is an 8-in-line. 


It has a wheelbase of 123 inches and sells at $1,395. 


This car, incidentally, 


is one of 28 models in the Elcar line for 1928, prices of which range from 
$1,195 to $2,565 





believed that the cost to the highways 
in New Hampshire will be at least 
$250,000. 

In Massachusetts the greatest dam- 
age was done in the Berkshires. Com- 
missioner William F. Williams, of the 
department of public works, in a state- 
ment issued a few days ago said that 
the lowest cost for repairs at this time 
looked to be about $250,000. However, 
there will be further strengthening of 
bridges necessary, it is believed, that 
will jump this cost up. 

Down in Connecticut the flood did 
not go on a rampage as many feared. 





Stewart-Warner’s Quarter 


Net Profit is $1,625,706 
NEW YORK, Nov. 21—Stewart- 
Warner Speedometer Corp. and sub- 
sidiary companies report net income for 
the September quarter of $1,625,706 
after all charges and Federal taxes. 
This is equivalent to $2.71 a share as 
against $2.81 a share in the 1926 
quarter. Current assets total $14,368,- 
585 gainst current liabilities of $1,605,- 
826. Holdings of cash and marketable 
securities totaled $5,525,736. 





K. C. High Studes Will Be 
Taught Car Engineering 

KANSAS CITY, Nov. 22—Students 
in the Kansas City public schools soon 
will have the opportunity of learning 
to become automobile mechanics as a 
part of their regular class work. A 
course in automobile repairing is to be 
offered at the Northeast high school. 

The course will not go into the finer 
details of automobile mechanics but 
students will be given a_ thorough 
course in the principles of automotive 
engineering and taught how to make all 
minor repairs. 

The shop will be equipped with lathes, 
milling machines, a_ shaper, drill 
presses, power back saw, emery grind- 
ers, oxy-acetylene torches and forges. 


“Year of Plenty” 
Alford’s Forecast 


Nash Executive Says Business 
Will Continue to be 
Good in 1928 


KENOSHA, Nov. 21—Indications of a 
“vear of plenty” for 1928 are seen by 
W.H. Alford, vice-president and comp- 
troller of the Nash Motors Co., widely 
known for keen business insight and 
conservatism. Mr. Alford’s optimistic 
view of general business conditions dur- 
ing the coming year was given by him 
Monday night at a talk in Kenosha to 
a group of dealers representing the 
Nash Motors Co. in New York State 
and lower New England. 

“The year 1927 is rapidly drawing to 
a close and manufacturers and business 
men generally are giving thought to 
the business outlook for 1928,” said 
Mr. Alford. “In my judgment there is 
every indication that general business 
should be as good or better in 1928 than 
in 1927. I base this conclusion on the 
general improved condition of our great 
agricultural population. 

“Except for small areas, average 
crops of corn and wheat. have been 
raised and are bringing good prices. 
Cattle and hogs are in good condition 
and are bringing higher prices.” 





Employment Same 

WASHINGTON, Nov. 22—Little 
change in the employment conditions 
in the automobile industry, during 
October and the first two weeks in 
November, is reported by the United 
States employment service of the de- 
partment of labor, in its regular month- 
ly survey of employment conditions 
throughout the country. 

The industry as a whole is reported 
to be on a part-time basis. 
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Hick Centers Buy 
Half of Cars Sold 


Purchasers Know Values and 
Insist on Performance 
Frazer Finds 





DETROIT, Nov. 22—According to 
J. W. Frazer, sales manager of Chrys- 
ler, more than half of the 1000 new 
dealers who have joined the Chrysler 
forces in the last 11 weeks are located 
in towns of 10,000 population or less. 
He cites this fact in relating the enor- 
mous increase in rural sales which 
Chrysler has enjoyed, this year. 

“Some of the figures in this year’s 
expansion of Chrysler rural business 
are very impressive,” said Mr. Frazer. 
“In May of this year sales to farmers 
showed an increase of 49.4 per cent 
over May, 1926. In June the increase 
was 99.2 per cent over June, 1926. 
These percentages are typical of the 
entire year to date and are being 
carried along in later monthly totals. 

“The swing of rural demand to 
Chrysler is especially gratifying, as 
from the outset of Chrysler business 
we have realized the importance of this 
market. Statistics show that 48 per 
cent of all motor cars registered in the 
United States are in towns of 5000 or 
less and in their surrounding area. But 
in some respects this is the most diffi- 
cult of all fields for automobile manu- 
facturers. 

“Country buyers are especially care- 
ful purchasers. As farmers they use 
much more machinery nowadays than 
in former times. They know mechani- 
cal values and when they come to buy 
new cars they insist on conclusively 
demonstrated qualities of performance.” 





Louis Chevrolet Plans Air 


Plant for Oklahoma City 
OKLAHOMA CITY, OKLA., Nov. 
21—Louis Chevrolet, Indianapolis, Ind., 
is planning a factory for Oklahoma 
City in which he plans to manufacture 
air craft motors, making it a branch 
of his Indianapolis factory. 





White Heads N.S. P. A. 

CLEVELAND, Nov. 21—The new 
officers of the National Standard Parts 
Association are, president, L. T. White, 
Raleigh, N. C.; vice-president, W. E. 
McIlroy, New York. Jobber directors, 
E. P. Rotzell, one year, Philadelphia: 
Ear] Henderson, three years, Sacra- 
mento: R. A. Kiken, three years, Chi- 
cago; M. H. Rykoski, three years, New 
Orleans. Manufacturer directors, J. C. 
Gay, three years, Los Angeles; Fred S. 
Durham, three years, Allentown, Pa. 
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By Lewis C. Dibble 


ANOTHER important milestone in the history of Dodge Brothers, Inc., was 

passed when the 2,000,000th Dodge Brothers car rolled from the production 
line. When the car was completed Al. Livermore, oldest employee in point of 
service, took the wheel and with the next three oldest employees, Bill Wohlfeil, 
Al. Andrich and Otto Graul as passengers, drove to the shipping docks where 
they were greeted by no less a group of dignitaries than President E. G. Wil- 
mer, Vice-Presidents A. Z. Mitchell, H. H. Springford and A. T. Waterfall, and 
other officials. The car, incidentally, went to W. L. Eaton, Seattle dealer, who 
put his order in eight years ago. 


LAST month R. H. Grant traveled all over the country and talked turkey 

to his vast army of Chevrolet dealers. And now R. H. has just cause to 
strut his stuff like a peacock because they sold more than 112,000 cars compared 
with 50,067 in October of last year. And that will go down in history as a bird 
of a record. 


* 2 2 ele 
i ie *K ok 


HERE’S one chap in the industry who can play bridge peaceably. He 

A is F. H. Maisonville. And besides this extraordinary quality the 

director of purchases of the Timken-Detroit Axle Co. is also rated as one of 

the greatest radio builders in the world. And that isn’t all. He has a 

leaning toward raising police dogs, likes symphony music, goes fishing 

and follows athletic sports. His greatest disappointment of the year, 
they say, was when Jack Dempsey failed to come back. 

* * * * 


FRIENDS of Guy Brown, vice-president of the Campbell-Ewald Co., were 

shocked to hear that Guy underwent a major operation this week. But don’t 
get excited, folks. The operation was not performed in a hospital but instead 
was executed in a newspaper. It appears Guy sat for Henry Major, the noted 
caricaturist, and what Henry did to Guy is a plenty. When Guy’s physiog was 
printed in the papers, his friends thought he must have been in an accident. 
But it was only an artist’s delusion. And now Mr. Brown is going to be in for 
a lot of Guying. 


T certainly is remarkable how T. S. Johnston can sell automobiles. We 
ft back in the days when he was doing great things as sales manager 
of the Flint Motor Co., and now we see where he is putting Star across in a 
truly successful manner. Ted says Star has just achieved a new October record. 


* * * * 


THE next time you’re invited to an aluminum shower and are perplexed 

on what to give the bride, just give her one of the new Pierce-Arrow Series 
81’s, is the advice of Lynn M. Shaw. These cars, says Mr. Shaw, have an 
aluminized high compression engine and therefore are highly suitable on such 
occasions. While he admits they are not intended for use in the kitchen, they’re 
doggy on the boulevard. And, as Lynn says, that’s what wimmen like. 


* * * * 


HE other day a big package came to our office and upon opening it I found 

a dignified bronze eagle nesting in the excelsior. It was sent as an after- 
math of the party General Motors recently tendered the automobile editors. It 
came from F. W. C. Henderson with the compliments of Fisher Body Corp. 
Naturally the trophy was made by these clever artisans over at the Ternstedt 
Manufacturing Co. It’s a boid of a reminder of a most enjoyable occasion and 
shall perch, ever after, upon my desk. 


a * * * 


UFUS COLE has received so many congratulatory telegrams on the 
new Hupmobile that he is sitting up nights reading them. Rufus 
says the next time Hupmobile changes models that he is hopeful of mak- 
ing arrangements with the telegraph companies to collect a commission 
on all the messages. And then we'll dub him Mr. Get-Rich-Quick Cole. 
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Two-Car Owners 
Leaning to Buick 


Churchill Says Original Buy 
is Frequently Followed 
by Second 





FLINT, MICH., Nov. 24—The seven 
Buick models comprising the Series 115 
group, which was introduced into the 
Buick lines less than four years ago, is 
finding particularly ready acceptance 
among the fast-growing ranks of two- 
car owners, C. W. Churchill, general 
sales manager of the Buick Motor Co., 
announced this week. Mr. Churchill 
was discussing the American family’s 
increasing recognition of its need for 
more than one automobile. 


Dealers’ reports, Mr. Churchill said, . 


indicate that a surprising proportion of 
the Series 115 models sold during 
Buick’s record-breaking past three 
months were bought by owners who al- 
ready possessed one or more of the 
Series 120 or Series 128 models. Buick’s 
retail sales for the period between June 
30 and Oct. 1 totaled 82,955, of which 
approximately half were cars of Series 
115. 

Credit for the immediate success of 
the Series 115 Buicks is given by deal- 
ers to the one-quality policy governing 
construction of the entire Buick line. 
Though designed to the requirements of 
the driver who prefers a somewhat 
lighter car than the 120-inch and 128- 
inch wheelbase Buicks, the seven 
models on the 1141%4-inch wheelbase are 
identical with the others in quality of 
material, in workmanship, and in engi- 
neering details. 


New Ford Parts Carried 
to West Coast Warehouse 
SAN FRANCISCO, CALIF., Nov. 
19—In spite of the fact that no samples 
of the new Ford have arrived on the 
Pacific coast, the Ford steamer “Onon- 
daga,” loaded with parts for the new 
car, arrived in Seattle, Nov. 11, dis- 
charged her cargo consigned to the 
assembling plant there, and went on 
berth for a load of lumber to East 
coast ports. Reports that Ford would 
put another steamer on the same run, 
to carry the new Fords and parts to 
the Pacific coast, and return with 
cargoes of lumber are current. 











The Way We Hear It 
Over the Phone 
By Walter L. Becker 


UNK Service Shop? This 
Pp is Mrs. Gabber speak- 
ing. * * My car hasn’t 
started since you repaired it 
yesterday. * * Yes, the starter 
turned the motor over fine for 
twenty minutes. * * No, the 
battery’s dead, I don’t think 
you charged it right. * * Cer- 
tainly, I have almost a half 
tank of gasoline. * * The lights 
burn all right and the horn 
blows fine. * * One tire is a 
little flat, could that be the 
trouble? * * Sure, the spark 
lever is all the way up. * * I 
haven’t seen any spark so 
couldn’t say how it is. * * My 
husband and three neighbors 
cranked it for an hour. * * Yes, 
it has been towed around the 
square three times. * * No, I 
didn’t put it in gear, why, 
would that make a difference? 
* * You don’t think I’d forget 
to turn the key on, do you? * * 
Why no one has been near the 
car excepting my husband. * * 
All he did was to wash the 
engine off with our garden 
hose. * * Did you say that it 
was all wet? * * Why of 
course it is, why shouldn’t it 
be? * * Well, you can’t make a 
fool out of me. * * Hereafter 
I’ll call a shop where the me- 
chanics know something. 























Hooey-ism 


A GOOD sales manager uses 
without the slightest variation any 
factory sales program. 














Day-Nite, Inc., Formed; 
Outgrowth of Nite-Eye 
WAUKESHA, WIS., Nov. 19—A new 
company has been organized at Wau- 
kesha, Wis., by executives of the 
Waukesha Motor Co., as an outgrowth 
of Nite-Eye, Inc., to be known as Day- 
Nite, Inc., devoted exclusively to solving 
headlight service station problems. 
Harry L. Horning, president and chief 
engineer of the Motor company, is pres- 
ident; Chester S. Ricker, vice-president; 
S. A. Perkins, treasurer, and E. J. 
Lehnen, secretary and chief engineer. 
The principal product is the Day-Nite 
headlight testing photometer, invented 
and designed by Mr. Ricker, whose 
name stands high in the automotive en- 
gineering world. 


K. C. Gardner Changes 

KANSAS CITY, Nov. 24—The Motor 
Brokerage Sales Co., of which L. W. 
Paup is president and manager, has 
taken over the distribution of the Gard- 
ner line of motor cars in the Kansas 
City territory. 





Motor Age 


Finance Companies 


Demand One-Third 


N.A.F.C. Ruling Also Calls 
on Buyers to Pay All 
in Year 





(Continued from page 17) 
30,000 used cars of various makes, and 
a number of interesting facts were de- 
veloped. Bear in mind that the figures 
subsequently discussed are based upon 
the sale prices of the used car to the 
public, and not upon the allowance made 
by the dealer when the used car was 
taken in trade. 

“It appears that a passenger car de- 
preciates each year about 26.2 per cent 
of the value it had at the beginning of 
the year. It was found that its value 
at the end of one year was about 73.8 
per cent of the original delivery cost; 
at the end of the second year this had 
shrunk to 54% per cent; the third year 
to about 40 per cent; the fourth year 
to about 30 per cent, and the fifth year 
to about 22 per cent of its original 
value.” 

According to C. C. Hanch, general 
manager of the association, the repos- 
session ratio on new cars with a stand- 
ard down payment of 33 1/3 per cent 
of the cash price shows a slight increase 
of 6/10 of a car per 100 transactions 
for 1927 as compared with 1926. This 
is the natural result of the hangover of 
small down payment sales of 1926. In 
the case of used cars sold with a down 
payment of 40 per cent there has been 
a repossession increase of 9/10 of one 
car per 100 transactions for 1927, as 
compared with 1926. The same reason 
accounts for this increase. 


Time Sales Decreasing 

There has been a steady reduction in 
the percentage of cars sold on the in- 
stalment plan since 1925, Mr. Hanch 
reported at the convention. The per- 
centage of new cars sold on the instal- 
ment plan for 1927 is 58 as compared 
with 64 for 1926. 

E. M. Morris of South Bend, Indiana, 
was reelected president. The following 
were chosen vice-presidents: John L. 
Little, Chicago; O. Rey Rule, Los An- 
geles; John J. Schumann, Jr., New York; 
F. R. V. Williams, Baltimore. W. G. 
Tennant, Chicago, was named treasurer. 
C. C. Hanch was relected secretary-gen- 


eral manager. 
Hooey-ism | 
A GOOD parts man always 


gives a customer what he needs 
regardless of what he orders. 
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Regional System 
Adopted by Willys 


TOLEDO, OHIO, Nov. 22—Plans for 
materially strengthening and expand- 
ing the Willys-Overland sales organi- 
zation to bring about a closer direct 
contact between the factory, branches, 
distributor and dealer organizations 
were announced here today by L. G. 
Peed, general sales manager for the 
Willys-Overland Co. Officials of the 
company see in this new program one 
of the most important progressive 
sales steps taken this year in the en- 
tire automobile industry. 

The nucleus of the plan for expan- 
sion of the Willys-Overland sales 
organization is the division of the en- 
tire country into five separate sales 
regions with a regional manager in 
complete charge of all Willys-Overland 
activities in each particular region. 


Five Sales Regions 


The five sales regions will be known 
as the Eastern, the Central, the Mid- 
west, the Northwest and the Pacific. 

The men selected for these important 
posts have long been identified with the 
automotive industry and are intimately 
acquainted with sales problems and 
the business of merchandising motor 
cars. Those named by Mr. Peed as 
regional managers are: N. A. Beards- 
ley (Eastern), formerly manager of the 
Willys-Overland factory branches at 
Buffalo and Philadelphia; Verne Orr 








Wheel Tax 

BATAVIA, ILL., Nov. 19— 
The city council this week re- 
pealed the wheel tax, which 
imposed an excess license upon 
auto owners, as another step 
in the “businesslike” adminis- 
stration promised by its new 
officials. The tax was imposed 
to supply funds for purchase 
of a sweeper, which has been 
bought, and a surplus remains 
in the fund. The Batavia 
council is the first in this sec- 
tion to take such action. 




















(Northwest), formerly manager of the 
Willys-Overland factory branch in Chi- 
cago; A. E. Nafe (Central), formerly 
special representative at the home 
office; E. D. Knowles (Midwest), form- 
regional manager. 

Fred Coats rejoins the Willys- 
Overland organization as Pacific Coast 
regional manager after managing that 
territory for Chevrolet. 





Wheeler Sales Head of 


West Texas Reo Agency 
FORT WORTH, Nov. 19—J. W. 
Wheeler has been appointed general 
manager of the newly created bus de- 
partment of the Beck Auto Co., dis- 
tributor of the Reo in West Texas. 
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Reo ’27 Shipments 
to Exceed 45,000 


LANSING, Nov. 21—With shipments 
aggregating 4604 cars and Speedwag- 
ons, October was the third largest 
month in the history of the Reo Motor 
Car Co. The shipment of 4604 units 
compared with 1937 in October, 1926, 
an increase of 137 per cent. This in- 
crease was participated in by both pas- 
senger car and Speedwagon divisions, 
passenger car shipments increasing 
from 432 to 2477 and Speedwagons 
from 1505 to 2127. Indications now 
are that shipments for the calendar 
year will exceed by a substantial mar- 
gin, the mark of 45,000 predicted 
earlier in the year. 





Three Companies Merge 

CLEVELAND, Nov. 19—Announce- 
ment has been made of the merger of 
the Diamond Motor Parts Co., St. 
Cloud, Minn., manufacturer of piston 
pins, bolts, bushings and water pump 
parts; Gill Mfg. Co., Chicago, manu- 
facturer of piston pins, and _ the 
Schlieder Mfg. Co., Detroit and Mil- 
ford, Mich., manufacturer of valves. 

The merged company is. known as 
the Diamond Parts Co. and head- 
quarters are at St. Cloud, Minn. The 
officers are George Bouthinon, presi- 
dent; Elmer J. Smith, vice-president; 
Frank Maxham, treasurer, and V. W. 
Schlieder, secretary. 





What’s 


SHOWS 


‘Baltimore, 5th Regiment Armory, 

: ; Jan. 21-28 

Boston, Mechanics Bldg....... March 10-17 

Brooklyn, Brooklyn Motor Vehicle 
Dealers Association, 23rd Regiment 
PE Knbtnen eee hewenewan Jan. 21-28 

Buffalo, 174th Armory............ Jan. 14-21 

Camden, N. J., Convention Hall, 


aiid ; Jan. 30-Feb. 4 

Chicago, National Automobile Cham- 
ber of Commerce, Coliseum, 

— Jan. 28-Feb. 4 

‘Cincinnati, DD Bs vecceecese Jan. 15-21 

(Cleveland, Public Auditorium..Jan. 21-28 

Columbus, Auditorium .. 


sewn Feb. 6-11 
eadwood, S. D., Auditorium....Feb. 20-25 
Denver, Auditorium ...... Feb. 27-March 3 
Des Moines, Coliseum .......... Feb. 20-25 
Detroit, Convention Hall........ Jan. 21-28 


Evansville, Ind., Coliseum..Feb. 26-March 3 
Harrisburg, Pa., Emerson Branting- 
Pt  6ttedennnedines Jan. 28-Feb. 4 
Hartford, Conn., State Armory..Feb. 18-25 
Indianapolis, Auto Show Bldg...Feb. 13-18 


‘Kansas City, Mo., American Royal 
Pree eee: Feb. 11-18 

i ge Seep epeeenee: April 9-13 

Lansing, Mich......ccecceccccccee: Feb. 6-11 

it  scscassetauananinaes March 3-11 
Louisville, Ky., Jefferson County 

. DEE: den eeke nee bumeieinint an. 16-21 
Milwaukee Auditorium.......... Jan. 14-21 
inneapolis, Municipal Auditorium, 

4 Feb. 4-11 
Montreal, Canada, Motordrome..Jan. 21-28 
uskegon, Mich., Armory........ Feb. 21-25 


Newark, ATMOPry ....eees aeeneees Jan, 14-21 
New York, National Automobile Cham- 
er of Commerce, Grand Central 


Rane pai alabama Jan. 7-14 
Omaha, Neb., Municipal Auditorium 

Feb. 20-25 

TG, im, cessonssnncenncvogns Feb. 6-11 
Philadelphia,. Commercial Museum 

Jan. 14-21 


Coming in Motordom 








Coming Feature Issues of 
Chilton Class Journal 
Publications 
Jan. 1—National Shows Number— 

Automobile Trade Journal. 


Jan. 5—National Shows Issue— 
Motor Age. 


Feb. 18—Statistical Issue—Auto- 
motive Industries. 




















Pittsburgh, Pa., Motor Square Garden, 


Jan. 21-28 
Plainfield, N. J., Amusement Academy, 
Feb. 18-25 
Providence, R. I., Cranston Street 
DE sseressntacinnieanes Feb. 11-18 
Rochester, N. Y., Edgerton Park, 
Jan. 23-28 


*St. Louis, City Market Bldg..... Feb. 20-25 


Salon, Automobile Salon, Inc., Hotel 
DOR, GND ccccccces Jan. 28-Feb. 4 

Salon, Automobile Salon, Inc., Hotel 
Biltmore, Los Angeles...... Feb. 11-18 


Salon, Automobile Salon, Inc., Hotel 
' Commodore, New York..Nov. 27-Dec. 3 
Salon, Automobile Salon, Inc., Palace 
Hotel, San Francisco..Feb. 25-March 3 
San Bernardino, Cal., National Orange 
Show Bldg.....ccece cbuaeecns Feb. 16-26 


*San Francisco, Civic Auditorium, 
Jan. 28-Feb. 4 


*Scranton, Pa., Armory.......... Jan. 23-28 
Sheboygan, Wis., Eagles Auditorium 
Feb. 6-12 


Sioux Falls, S. Dak., Coliseum..March 28-31 
Springfield, Ill. State Arsenal..March 7-10 
Springfield, Mass., Municipal Audito- 

TEUM 2 ccc cccccccccccess Feb. 27-March 3 
Springfield, Ohio, Memorial Hall..Jan. 16-21 
Syracuse, State Armory.......... Feb. 6-11 
Toledo, Civic Center Garage...... Feb. 6-11 
Trenton, N. J., State Armory....Feb. 18-25 
*Washington, D. C., Auditorium, 

Jan. 28-Feb. 4 

Wichita, Kans., Municipal Forum, 


eb. 6-11 
Wilmington, Del., duPont-Biltmore 
Te Jan. 30-Feb. 4 





* Will have special shop equipment exhibit. 


CONVENTIONS 


American Automobile Association, An- 


— Meeting, Hotel Statler, Bos- 
on 


eeeesenbeenennesaedetacawenns Dec. 2 
Automotive Equipment Association, 
Grand Hotel, Mackinac Island, 
June 10-16 


Michigan Automobile Trade Associa- 
tion, Annual Meeting, Hotel Stat- 
| (-— PARED <peaarnes Jan. 25 
National Automotive Parts Associa- 
tion, Hotel Statler, Detroit..Jan. 25-27 
Texas State Tire Dealers Association, 
Dallas Dec. 14-15 


N. A. D. A. 
Chicago, Jan. 31-Feb. 2—Annual, Palmer 


ouse. 

Chicago, Feb. 1—Banquet, Palmer House. 
New York, Jan. 9-10—Eastern District, 
Hotel Commodore. 

Ss. A. E. 


Detroit, Jan. 24-27—Annual Meeting, 
New York, Jan. 12—Annual Dinner. 





22 


Moon Wins Race 


in South America 


Takes Third Event in Stock 
Car Contest at San Martin 
Autodrome 





ST. LOUIS, Nov. 19—A Moon tour- 
ing car, driven by Furio Springolo, 
noted South American race driver, won 
the third event in the stock car race 
recently held at San Martin’s Auto- 
drome, Buenos Aires, Argentine. 

In the third event of the race which 
was for American cars in Class “B,” 
eight cars were registered, of which 
seven showed up at the starter’s sig- 
nal. After the first few rounds of the 
race a burned out connecting rod caused 
ear No. 5 to drop out. From this point 
on the speeding cars changed positions 
numerous times as their drivers fought 
for first place. 

At the beginning of the tenth lap, 
Springolo, in his Moon touring car, was 
in the lead and held it to the end of the 
race as he had the field practically to 
himself except for car No. 7 which 
stuck near him in second place. By 
this time all the other five drivers had 
been forced to abandon the race on 
account of trouble with their cars 
brought about by the terrific grind on 
the Autodrome’s dirt track. 

Springolo drove his Moon touring car 
to victory at the end of the race with 
car No. 7 a close second. Springolo’s 
time was 31 minutes, 8 4/5 seconds for 
the 28-mile race and the average rate 
of speed of his Moon touring car was 54 
miles per hour. 


Elcar Offers 8-in-Line 
Series Priced at $1,395 
ELKHART, IND., Nov. 22—An an- 
nouncement by F. B. Sears, president of 
the Elear Motor Company, carries the 
news that Elear now is placing on the 
market a new Ejight-in-Line, mounted 
on the Elear Shockless Chassis, to sell 
at $1,395, f.o.b. Elkhart, Ind.—freight, 
tax and equipment extra. At this sen- 
sationally low price there is offered a 
five-passenger sedan, a four-passenger 
coupe, a five-passenger touring and a 
four-passenger roadster. These cars 
are to be known as Series 8-78 Stand- 
ard. 





a ee eee 


Peerless Climbs Hard Hill 


BOSTON, Nov. 21—W. H. Harvey, 
distributor of Peerless in New Eng- 
land, has been sending a Six-90 sedan 
around New England on a demonstrat- 
ing trip with much success. At Fall 


River, Mass., last week the car was 
advertised to climb Lincoln Ave. Hill 





Motor Aue 














Lou FINK, Trainer of “Gene” Tunney, in the Illustrious New Chrysler “72” 
four-passenger coupe which he bought while Tunney was at his training camp 
at Speculator, N. Y., getting ready for his victorious and much-debated bout 


at Chicago. 


In case you do not follow such things, the Tunney referred to is 


the prize-fighter who recently fought with another prize-fighter named Jack 
Lindenburgh, at Chicago. Prize-fighting is a game that is done, for the most 
part, with the mouth 





in high gear at 3 o’clock one day, a hill 
that no car in the Peerless class had 
been able to go over in high, it was 
claimed. There was a big crowd pres- 
ent and the car went over the hill twice, 
once with two passengers and again 
with three. 


——, 


Dickieson With Hershey 

DETROIT, Nov. 19—The Hershey 
Manufacturing Co. announces the ap- 
pointment of E. F. Dickieson, Jr., as 
designing and sales engineer, with 
with offices at 2-244 General Motors 
Building. 








A Mechanical Traffic Cop 








HE invention for which impatient 

automobile drivers have long been 
waiting and which, if successful, may 
revolutionize the automatic traffic light 
system by adjusting the length of time 
between light changes to the amount of 
traffic is now completed and patented. 
It was recently demonstrated at the 
office of State Motor Vehicle Commis- 
sioner Robbins B. Stoeckel, Hartford, 
Conn., before motor vehicle, highway, 
state and local police officials. 

There is no machinery to get out of 
order, no regulation by an officer ne- 
cessary once the system has been in- 
stalled. A dial sets the mechanism for 
any one of eight traffic conditions— 
slow and light, heavy, slow and heavy, 
medium, etc., etc., which means, the 
manufacturers explained, that to func- 
tion properly the new invention will de- 
pend primarily on a careful study be- 
forehand of the traffic conditions at the 
place where the lights are to be put in 
operation. 

The automobile driver approaching a 
crossing where this automatic regulator 
is installed changes the light to green 
for himself, but unknowingly, when his 
car runs over a strip of rubber mate- 
rial, about half an inch thick, laid in 
the pavement across the street. The 
rubber gives and presses a spring under 


pressure of 200 or more pounds weight. 
The spring in turn puts a mercury 
switch into operation which a few 
seconds later will turn the light. 

The light does not turn for 30 seconds 
as long as there is continuous traffic 
moving with the green, but the mo- 
ment cars stop passing over these rub- 
ber strips one way and a machine 
crosses the strip on the other inter- 
secting street the mercury switch again 
begins to operate. Where traffic is con- 
tinuous, the light will show green as 
long as no traffic is coming from the 
right or left. And on the other hand, 
a single car will have a chance to in- 
terrupt the main traffic stream without 
waiting for “what seems hours” to get 
across. When the lone vehicle has gone 
over—nine seconds being allowed for it 
to pass—the lights will then change 
again, the heavy traffic not being held 
up unnecessarily. 

The new invention is to be installed 
for a practical test within a short time 
in New Haven, the demonstrators said. 
Commissioner Stoeckel and other offi- 
cials who viewed the invention believe 
it will prove a success. The inventor, 
who is a young instructor in the Yale 
Sheffield Scientific school, and his as- 
sociates have sole rights of manufac- 
ture, sale and distribution. 
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Oakland-Pontiac 


Sales Increased 


i 


October Totals Exceed Same 
Period Last Year by 
61.6 Per Cent 


DETROIT, Nov. 18—Oakland-Pon- 
tiac sales in October totaled 15,674 
units, which exceeds by 61.6 per cent 
the volume enjoyed in October of last 
year, according to W. R. Tracy, vice- 
president in charge of sales. Total sales 
for the first 10 months of the year make 
1927 the company’s most successful 
year, Mr. Tracy declared. The Octo- 
ber record compares with a September 
sales increase of 37 per cent over the 
corresponding period of a year ago. 

Sales of Oakland-Pontiac from Jan- 
uary to October inclusive, aggregate 
172,027, against 121,330 during the first 
10 months of 1926. The increase of 
50,697 represents a gain of more than 
41 per cent over the sales during same 
period last year. / 

Introduction of the improved Pontiac 
Six at lower prices early this year con- 
tributed substantially to the increased 
total sales, Mr. Tracy said, while Oak- 
land Six sales experienced a brief mid- 
summer interruption while the factory 
was being rearranged for production 
of the new All-American Six. 








Mass. Insurance Law to 
Have Superior Court Test 
LYNN, MASS., Nov. 22—At last a 

real test case is to be made of the Mas- 

sachusetts compulsory insurance law. 

A few days ago a motorist in Lynn was 

notified that his insurance policy was 

revoked, and his appeal to the board 
created to hear such cases being turned 
down, his counsel gave notice that the 

man would appeal to the courts for a 

decision. 

Under the law any motorist who is 
not satisfied with the decisions of both 
bodies may go to the Superior Court 
and have the matter passed upon as a 
point of law. This may mean that it 
will be taken up by a jury. So the out- 
come will be interesting. The man had 
not been convicted of any motor viola- 
tion, but had been in court twice on a 
charge of being drunk. 





Car Man Takes Air 
LOS ANGELES, Nov. 22—Another 
Los Angeles automobile man has trans- 
ferred his attention to the air. H. A. 
Burgess, who in the past 15 years has 
represented several different automo- 
bile factories as coast wholesale repre- 
sentative, and at one time was whole- 
sale manager of the Apperson Motor 
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Meer Norman Batton, race driver, and his Studebaker Commander sedan. 
Mr. Batton, you will remember, is the driver who thrilled the crowd of more 
than 100,000 at the Indianapolis Speedway last May when he drove his burning 
Miller Special standing erect and guiding it first with one hand and then with 
the other and finally with his feet until he had steered it out of the path of 


the other racers, into the Speedway pits. 
Hospital badly burned about his arms and legs. 


Batton was taken to the Speedway 
Officials of the races rewarded 


him for his bravery in sticking to the burning car until he had driven it out 
of danger to the other contestants 





Car Co., Los Angeles, has accepted an 
appointment as manager of the Colora- 
do division of the Western Air Express. 
Harris M. Hanashue, who was the 
former Apperson distributor in Los 
Angeles, is now president of the West- 
ern Air Express. 





Who Says There’s No Money 
in the Automobile Business? 

HOUSTON, TEXAS, Nov. 2i—The 
Moosehart-Schleeter Co., Studebaker 
distributor in Houston and territory, 
has leased a new building to be erected 
at the corner of Lamar and San Jacinto 
Streets for 10 years at a total of $250,- 
000. The new building will face 100 
ft. on one street and 155 ft. on the 
other. 


Auburn Production 


Reaches New Mark 


NEW YORK, Nov. 18—Auburn Au- 
tomobile Co. reports shipments of 815 
cars in September, 616 cars in October 
and an estimate of 612 cars in Novem- 
ber, making an estimated total of 2027 
for the third quarter of its fiscal year, 
compared to 508 cars in September, 
1926, 216 cars in October and 144 in 
November, making a total of 868 cars, 
an increase of approximately 133 per 
cent over the same period last year. 

Actual registration of Auburn cars 
throughout the United States for the 
nine months ending Sept. 30, 1927, 
were 8504 as compared to 5480 in the 
same period last year. 
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FE.Litswortu VALLIER, native of the North country, is shown seated at 
the wheel of his Chevrolet coupe specially finished in Duco to simulate a birch 


bark motif. 
country in Northern Michigan. 


Vallier operates Birchwood Arbor, wayside lodge in the Straits 
Incidentally, Chevrolet coupe sounds like a 
French phrase, doesn’t it? Strangely enough, it is 























































(Continued from page 9) 

anticipated truck with a larger load carrying capacity than 
ever before offered by Ford. The latter model uses the 
same powerplant as the passenger car, but has worm drive 
rear axle of the same type as formerly used and a new type 
of rear spring having the front end shackled to the frame, 
the center trunnion mounted on the frame and the rear end 
eye fitted to a bracket having a bearing on the axle housing. 

Naturally frames are longer and heavier on this model 
and are fitted with an extra pressed steel cross-member in 
the center. The rear brake drums on this model are also 
larger than those on the passenger car, although the front 
wheel brakes are identical. Tires on this truck are 30 by 
6 in. high pressure cords. 

Most noticeable in the engine is its modernization. It is 
of brand new design, and none of the major engine parts 
seem to be interchangeable with the Model T. For instance, 
the crankshaft is still of the three-bearing type, but is 
counterbalanced by machining the first, third, fourth, and 
sixth crankcheeks in cylindrical form. Connecting rods are 
longer and lighter. 

Semi-Ricardo type head of higher compression ratio is 
now used. Spark plugs are mounted in the center of the 
combustion space and are no longer of the one-half inch 
type, but are % in. in diameter with 18 threads per inch 
as in other makes of cars.. Camshafts are of the three- 
bearing type but are new in design and have the drive gear 
for the vertical accessories shaft machined on the center 
of the shaft. It should be mentioned that of course the en- 
gine is still of the L-head type. Camshaft drive is by non- 
metallic gear. 

Lubrication is by force feed to main bearings with splash 
lubrication for crank and piston pins. The new oil pump 
is located inside the lowest point in the pressed steel crank- 
pan and has a cover plate below it to permit of its removal 
without removing the crankpan. Oil is also taken by pres- 
sure to the valve chamber on the right side of the engine 
from where it is drained by a large external pipe back into 
the pump. 

Cooling is by a centrifugal water pump mounted in unit 
with the fan on the cylinder head, the latter being provided 
with a riser to prevent the pocketing of steam in the rear 
end of the block. Water is taken into the block at the left 
side in the center of the block. A two-bladed fan is used, 
_ driven by a V belt, the belt also driving the generator which 
is mounted on the left front side of the engine. Adjust- 
ment is by swinging the generator, an unusually large 
amount of adjustment being provided. While the fin and 
tube type radiator core has been retained, the tubes have 
been staggered for better cooling efficiency. To the radiator 
there has been fitted a shroud similar to the Lincoln. 

Fuel feed is by the gravity flow. The tank itself forms 
the upper part of the cowl. From here the fuel passes 
through a sediment trap to the carburetor. The new 
inlet manifold is of the down draft two port type, and has 
the vertical riser bolted to the exhaust manifold, forming 
a hot spot. A float operated gasoline gage is standard. 

Three unit electrical system is used on the new cars and 
trucks. As has been mentioned the generator, which is 
of Ford design, is driven by the fan belt. 

The starter motor is conventional and is mounted on 
the front of the flywheel housing on the side opposite to 
the generator. Ignition system is of American Bosch man- 
ufacture but has the Ford name stamped on its units. The 
new distributor is mounted on top of the cylinder head, 
where it is driven by a vertical shaft geared to the center 
of the camshaft, this lower end of the vertical shaft driving 
the oil pump. The cover for the new distributor is of the 


eported Details of New 


Motor Age 


molded composition type and is unique in that it has exten- 
sions running about four inches fore and aft over the cyl- 
inder block. Encased in these extensions are the leads for 
the various spark plugs. These leads are brought to the 
top of the extensions where short brass strips are fastened 
down with a round finger nut. The other end of these strips 
attach directly to the center electrodes of the plugs in the 
same manner as do the conventional spark plug wires in 
other cars. The coil for the new ignition system is mount- 
ed on the front of the dash. 

Four-point suspension is used for the engine, the rear 
support brackets on the flywheel housing bolting directly to 
the frame side member, thus forming an additional cross- 
member. 

As has been mentioned, the clutch and transmission are 
of the type used in the Lincoln, the transmission being of 
the three-speed standard shift type with multiple dry disk 
construction being used for the clutch. 

As formerly, torque tube drive is used. A built up rear 
axle housing is used, having the two sides of the housing 
bolted to the central cylindrical part enclosing the differen- 
tial and drive gears. Two large plugs are used for filling 
with oil and draining respectively. Axle shafts are keyed 
to the wheel hubs. There is no support for the axle shafts 
inside of the axle housing but the load is taken by the axle 
housing itself from the wheel hubs directly, the latter being 
mounted by pilot roller bearings on case-hardened steel 
sleeves pressed onto the housing ends. 

Two shoe construction is used for the internal expanding 
four-wheel brakes. These internal shoes carry the regula- 
tion riveted woven brake lining. The brakes are rod oper- 
ated, the shoes being spread apart by means of a rotating 
cam. Equalization of brake pressures is on a fifty-fifty basis. 
From a pedal a short rod runs back to a cross rod under 
the center frame cross-member, the pull being transmitted 
to two end parallel rods below them by means of bell 
cranks. The other ends of the latter rods are not rigidly 
fastened, but can move back and forth. Attached to these 
outer ends are double bell cranks, the upper actuating the 
rear wheel brake by means of a tension rod, and the lower 
the front wheel brakes, the non-rigid mounting of the torque 
rod equalizing the tension. 

The adoption of a worm and sector steering gear also 
sees the passing out of the famous planetary steering. 
The new gear is conventional in appearance, with the sector 
shaft passing through the left frame side member, the 
usual type of linkage from this point being used. On the 
other hand the springs are still of the model T type in the 
passenger cars and the front end of trucks. The front 
springs, however, have a considerably smaller camber, 
which together with a drop in the front axle lowers the 
front end of the bodies considerably. Ten leaves are used 
in the front spring. The rear spring has the characteristic 
Model T shape and construction. 

Specifically designed for use with four-wheel brakes, the 
front axle is of I-beam center section, the entire axle hav- 
ing a downward curve with the lowest point in the center, 
with a thicker web-section at the ends, outside the front 
spring shackle bracket mountings. These brackets incident- 
ally serve also to mount the front wheel brake linkage, an 
arm curving out over the top of the steering spindle, and for 
the axle connection for the Houdaille type shock absorber, 
the latter being mounted on the outside of the frame side 
members. 

It is quite possible that in both front axle and frame 
designs, the eventual use of semi-elliptic springs has 
been kept in mind. From this angle, the frame side mem- 
bers have the usual front horn, which being covered with 
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extensions from the fender splash shields actually give the 
impression that semi-elliptic springs are being used. 

As has been previously mentioned, three cross members 
are used in the frame. These are all of the gusseted type, 
the front member having the form of a double channel, 
with channel members for the others. These, of course, are 
supplemented by the rear engine supports, virtually form- 


ing an additional cross member. There is also a pressed 
steel cross member tying together the rear bumperettes. 
An outward bulge at the rear of the frame is also noticed. 
There is no kick-up in the frame, either in front or over 
the rear axle. Front frame members are riveted together 
and not welded, at least not at present. 

Radius rods for the front axle have also been redesigned. 
As in the rear of the chassis these are of the tubular type, 
elongated in cross-section, attached at the rear with a ball- 
joint to the bottom of the transmission case, and at the 
front ends to the axle by means of yoke and pin joints, 
the pins passing vertically down through eyes in the yoke 
and the front axle. 

Wire wheels of the same type as adopted on the last 
Model T series are standard equipment, including a spare 
wheel. As announced in these columns recently, these take 
29 x 4.50 balloon tires on the passenger cars. Emergency 
brake operation is by means of a hand lever located at the 
left side of the driver, the ratchet and pawl release rod 
being enclosed inside the tubular emergency lever proper. 
This lever connects to the service brake linkage by means 
of a rod, there being no supplementary brake. 

Bodies are of composite wood and metal construction, 
body sills and pillars and roof side rails being of wood, 
Sheet steel clad, with sheet steel panels. On the closed 
models, complete body side panels are built up and flash 
Welded on the rear body panel. Tops are fabric-covered. 
Cowls are made in three pieces, the top part being formed 
= oe gasoline tank, to which the side panels are flash 
Welded, 

The radiator shells are similar in contour with those 
Used on the Lincoln and have the Ford name on a blue 

ackground in an oval shell. Body lines, although not 
Unconventional, are remarkably improved in appearance, 
the same general idea of body design having been carried 
out on other body models. Fenders are full crowned, belt 

Ines are higher and the wheelbase is longer. 


A new instrument panel is adopted. This is roughly in 
the shape of a diamond, with the dash gasoline gage read- 
ing in quarters of tank capacity on the top, speedometer 
at the bottom, ammeter at the right, ignition lock at the 
left and instrument board lamp in the center. The ignition 
lock is of the electrolock type, grounding the distributor, the 
connecting cable being enclosed in a metal clad conduit. 
Spark and throttle control levers are still mounted on the 
steering column below the wheel, the former quadrants hav- 
ing been eliminated, however, and a foot accelerator being 
provided. Above the wheel on the steering column is mount- 
ed the light control lever. Double filament, double contact 
bulbs are used in the bullet-type headlamps. 

A combination tail and stop light is standard equipment 
as are also Houdaille shock absorbers, front bumpers and 
rear bumperettes. The latter attach both to the frame and 
the body and are curved to carry out body lines. They, as 
well as the front bumpers, are assembled on the cars be- 
fore the body is put on, but are easily removable. In addi- 
tion to this equipment is an automatic windshield wiper, 
Swinging type one-piece windshield, with ventilating ports 
in the top of the cowl exposed when opening the windshield. 
Standard also is the speedometer, which is driven from the 
front end of the propeller shaft. The crank handle is re- 
movable. 

A Sparton horn is mounted between the radiator shell 
and the left fender below the headlamp. 

Interior finish of the cars is also decidedly improved. On 
the open models and the cabriolet unpleated brown imita- 
tion leather upholstery is used, seat cushions having a 
single pleat running lengthwise of the cushion, about two- 
thirds of the way forward. In the closed cars cloth up- 
holstery is used, with doors and side walls trimmed in the 
same materials, the doors being also fitted with pockets 
made of pleated upholstery material. 

Door controls are of the remote type, operating by lift- 
ing the lever, rather than by turning it. Windows are crank 
operated, and door snap locks are provided inside the closed 
cars. On-the cabriolet a regulation, roll-up type of rear 
curtain is provided. 

The gasoline tank filler projects over the top of the cowl. 
Lubrication of all chassis parts, as well as the fanshaft and 
steering gear bearings, is by means of high pressure grease 
gun connections. 
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wml ETAIL selling—the vital factor in any 
business—is at last getting the studious 
attention it deserves in the automotive 
industry. That fact is borne out in the 
letters of comment I am receiving on 
the reports of my inquiry into the cold 
facts of automobile salesmanship. 

Most of my correspondents understand the purpose 
of this inquiry. A few of them seem to misunderstand 
that purpose. Because the testimonies are almost unan- 
imous in stating that automobile salesmen seem to 
have adopted a policy of watchful waiting or door- 
watching, while the salesmen for other commodities 
and services are out actively gunning for the business, 
a few of the commentators on this series of salesman- 
ship articles condemn them as an attack on automobile 
salesmen. Nothing could be farther from the truth. 
For the benefit of these readers, allow me to paraphrase 
from the first article. 

In this series of articles, I am reporting, not edi- 
torializing. This is not the birth of a crusade or an 
attack upon automobile salesmen, sales managers or 
automobile salesmanship generally. The se- 
ries will not advocate any pet theory or method 
of salesmanship. It will not muckrake. A 
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batch of facts will be placed before you and you will 
be free to form your own opinion. You are urged to 
read carefully the letters that are quoted in this series, 
They testify to a matter of great interest to you and 
the industry. 
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es that automobile owners—and a few others who were 
presumed to be owners—have had with automobile 
salesmen. The simple question that was asked was: 
“How many times have you been asked to buy an auto- 
mobile?” The replies that poured in conveyed surpris- 
ing information. 

I am reporting to you exactly how these people 
answered, in the order in which their letters were 
opened. 

I can conceive of a man stretching the truth in the 
direction of multiplying the number of times a sales- 
man has asked him to buy. If automobile salesmen 
had been pestering him and annoying him to the point 
of becoming objectionable, he would naturally exag- 
gerate the number of times he had thus been pestered 
and annoyed. 

. But I cannot conceive of a man understating the 
number of times he has been solicited. What would 


be his object? The logical result of a large number 
of such understatements should be to increase the 
number of salesmen’s calls on each customer and 
prospect. And it is not likely that any man wants 
to be an accessory before the fact, in such an event- 
uality. No one wants to invite a regiment of sales- 
men to camp around his office and home, or both. 

Yet some of our readers of this series believe 
otherwise. Let us hear from one of them. 

Frank R. Tate, President of the Tate Motor Co., 
Inc., St. Louis, dealer in Dodge Brothers motor cars 
and Graham Brothers trucks, has the floor. 

“Your first story under date of Nov. 3 under the 
head of ‘Competition for your dollar,’ was very 
good,” he writes, “and should have made any sales 
manager in the motor car business look through his 
reports and size up his salesmen’s efforts. 

“Your second story under date of the 10th is pure 
‘bunk,’ and the last eleven persons who quoted 
their experiences in purchasing motor cars must 
live where automotive prospects are not ‘get- 
atable.’ 

“When I stop to think of the methods, the serious 
thoughts that we have used to get in touch with new 
prospects, stay abreast of the old owners to be used 
for new prospects, and the methods we have employed 
to try to get a message to, and conversation with, every- 
body that is possibly a prospective automobile buyer, 
I wonder how these eleven gentlemen could possibly 
miss being called on by anyone, unless they sent out 
the message that they are ‘in conference,’ ‘too busy to 
see anyone,’ or ‘not in.’ 

“‘We have men whose sole business it is to call regular- 
ly on present and former owners, to cultivate their good- 
will and see that service is satisfactory. We take lists 
of golf club members as likely prospects, segregating 
them into zones, and having each and every one called 
on, and literature mailed to them in advance. When 
weather is bad and business is slow, we even take 
downtown office buildings and go from office to office. 

“And the point that we wish to make with you, is 
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that with this intensive work it is very rarely or seldom 
we ever run across a prospect that isn’t already on the 
list of two or more automobile companies, who are call- 
ing on them and sending them literature. 

“T am of the opinion that this prevails very largely 
among the better representatives of motor cars, and we 
feel that a very uncalled-for slam has been taken at the 
management of a great majority of motor car dealers, in 
this second issue. 

“If these persons quoted are not fictitious, I wonder 
how many of them are the type that refuse to see a 
salesman if he does try to break their door down to 
get to them, which is quite a common practice. 

“T take issue with these statements, simply because 
I don’t known of any business in the world that is run 
under such high pressure and intensive effort as the 
motor car industry of today, with a real sales organiza- 
tion and management behind it.” 

What I have already written answers the greater 
part of Mr. Tate’s letter, but it might be interesting 
to comment on it specifically. 

Mr. Tate liked the first instalment of testimonies but 
characterizes the second batch as “bunk.” The first 
story contained 10 testimonies. Only one man in the 10 
testified that he had been solicited many times. The 
second story contained 12 testimonies. Only one man 
testified that he had been very frequently solicited. In 
the main the testimonies were very much alike. Mr. 
Tate elects to believe the first group of witnesses and to 
disbelieve the second. As for the second group, living 
where automobile prospects are not “get-atable,” that 
is something I cannot establish one way or the other. 
The men who wrote the letters reproduced in the second, 
instalment—and I don’t know a single one of them 
personally—live in Canton, Ohio; Buffalo, N. Y.; Balti- 
more, Md.; Chicago, Ill.; Ashland, Ohio; Allentown, 
Pa.; Milwaukee, Wis.; Walpole, Mass.; Jamestown, N. 
Y.; Rochester, N. Y., and Fostoria, Ohio. 

The description Mr. Tate gives of his retail selling 
program is also a faithful description of a program 
which I managed 11 years ago as sales promotion man- 
ager for an automobile distributor. I had thought that 
all distributors and dealers were following out such a 
program in these days of the intensified automobile 
salesmanship we have been hearing so much about, un- 
til my own experience and the experiences of friends 
opened my eyes to the fact that salesmen in other lines 
were actually practising this intensive salesmanship, 
while automobile distributors and dealers were only 
writing about it and talking about it, or fondly imagin- 
ing that their salesmen were practising it. 

I sincerely hope that Mr. Tate’s salesmen and the 
salesmen of many other dealers are engaged in this 
intensified salesmanship. I am anxious to get a large 
number of testimonies to that effect, not from the sales- 
men or the dealers, but from the prospects themselves. 

So, Mr. Tate, I am not taking a very uncalled-for slam 
at the management of a great majority of motor car 
dealers. I am inquiring to know. I am sure you did 
not mean your reference to “fictitious” persons and I 
could not find a better reason for running this series 
of articles than is offered in the last paragraph of your 
letter. You have outlined exactly the way I felt about 
this business of ours. I, too, felt that there is no busi- 
ness in the world run under such high pressure and 
intensive effort as the motor car industry of today, with 
a real sales organization and management behind it. 
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A Happy Coincidence Indeed 
B* a happy coincidence, the first 


article in this series on retail sell- 
ing reached the office of Frank 
Mooney, nationally-known automo- 
bile analyst, merchandiser and ad- 
vertising man, at a time when he was 
preparing a paper on the subject for 
one of his clients. He has kindly 
allowed us to publish his paper. It 
will appear next week. The title: 
“Whats Wrong with Retail Selling? 
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But the fact remains that I came here, intending 
to buy a new automobile; that I have been solicited by 
49 salesmen representing 22 classifications and that not 
a single automobile salesman has called upon me. 

I published these facts on Nov. 3, three weeks ago, 
and still not a single automobile salesman has made 
even the slightest attempt to take my automobile dollar 
away from me. 

I wish I could laugh that off! 

Following are some more testimonies on the subject: 
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A Sales Promotion Manager 


Inasmuch as my father started in the auto- 

3 mobile business in 1899, I have practically 
grown up with the industry, having started 

on a drill press in my father’s factory at the age of 16. 

Although I have driven cars since I was in short 
pants, my first personal ownership of an automobile was 
in 1916. Since that time I have had 13 cars. In these 
10 years, I have had cars registered in Michigan, Illi- 
nois, California, Florida, and New York. 

Because of the fact that I am a chronic motorist and 
my record shows that I change cars often, I am on 
the face of it a perpetual hot prospect. 

Because of the nature of my business I have been 
an unusually frequent visitor of automobile sales rooms, 
and have never revealed my identity as other than a 
prospect for a car. Times without number, I have left 
my name and address. If my memory serves me correct- 
ly, I have never in the years above recited been solicited 
by any salesman for the purchase of an automobile and 
on only two occasions that I can remember have I been 
consistently followed up by sales organizations with 
whom I have left my name and address. In both in- 
stances, this was consecutive and took place in Florida, 
where I was consistently, persisently and politely urged 
by a Cadillac salesman and a Marmon salesman to pur- 
chase a car. 

One of the great miracles of the automobile business 
to me is the absolute lack of persistent follow-up for 
prospective sales. 

Another surprising phase of the selling situation to 
me is the almost universal improper training of sales- 
men. 
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Anybody Else Want Reprints? 


N article in your November 3 edi- 

tion, “They chased me for YOUR 
dollar,” has come to my attention, and 
I have read it with a great deal of in- 
terest. 


Would it be possible for me to 
secure 60 reprints of this article? I 
can make very good use of them—VW. 
E. Hosaic, Vice-President in charge of 


Sales, Rolls-Royce of America, I[nc., 
Long Island City, N. Y. 
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By this I mean I have never encountered a salesman 
who is able to discriminate between the motorist-wise 
and the novice. I might say that my years of contact 
with the automotive industry have given me a fair 
knowledge of the make-up of an automobile. However, 
on very few occasions have I ever encountered a sales- 
man in a showroom who does not use a set speech upon 
me which has evidently been prepared for Bill Jones 
who has made his first lucky strike, and is out to spend 
his new-made money on the first automobile he ever 
bought. 

Automobile sales managers might learn a great lesson 
from the so-called “high pressure” real estate salesmen. 
The first thing that class of men do is to qualify their 
prospects. They never start a sales talk on them until 


they know all about them. 
3/ only recall two personal solicitations. One 
was a follow-up of a call made at the agency 
and the other was on a tip given the salesman by a 
friend of mine who happened to know I was considering 
the purchase of a car. In the latter instance I pur- 
chased, so it would appear on the personal solicitations 
against myself the percentage of sales was 50 per cent. 
I receive considerable direct solicitation by mail, some 
of which is well conceived. 

It is apparent that the sale of automobiles has not 
been intensified to such extent as has insurance, bonds, 
various services, etc. It is questionable whether the 
average person wishes to be bothered by numerous 
automobile salesmen, but in my opinion, automobile 
Sales could be increased through carefully directed sales 
effort on the part of dealers. 

38 father, my brother and myself—have owned 
| automobiles since 1909. 

In no case have any of us been approached to buy 

an automobile until we had started the ball rolling. The 


ackard people have followed up their first sales in 
1925 but merely because I had let slip the remark that 


A Sales Manager 
I have driven a car about eight years and 


An Executive 
My immediate family—this includes my 
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I thought I would buy one for my own personal use. 
The Buick people, despite the fact that we have owned 
three, have never solicited our business and, in fact, 
I have always found it difficult to buy a Buick. 

The only selling work that ever has been done on 
any of us was after one or the other had called on the 
automobile concern in question and placed himself on 
the immediate prospect list—then, of course, the sales- 
man came around. | 

I have been on the general mailing list of a number 
of automobiles, namely, the Packard, Marmon, Buick 
and Paige, but other than receiving various pamphlets 
and booklets there hasn’t been any definite attempt to 


sell me anything. 
39 unsolicited; second car, Reo, unsolicited; 
third car, Franklin, unsolicited; fourth car, 
Franklin, solicited. 
Have never been solicited by any car dealer except in 
this one instance of the Franklin, in which the reward 


A Salesman 
I bought my first car in 1915, Hupmobile, 


was a Sale. 

Am right now the recipient of direct by mail effort of 
Cadillac, Chrysler Imperial, Stearns. No calls have been 
made, ever, by ’phone or in person, by local dealers of 
these concerns. 

Franklin recently sent me direct mail on new Air 
Man series. Local salesman follow me up at once, but 
he is admittedly an extraordinary workman. He is not 
selling me a new Air Man, but he wisely got into my 
price class with an offer on one of the previous models 
at a good horse-trading rate. We will do business in 
the coming week, in all probability. 

An Editor 
Since Oct. 1, 1926, I’ve lived in an apart- 
4() ment, also in one of those Philadelphia 
suburbs, said apartment being within two 
blocks of an agency for one of the most popular makes 
of cars, and but little farther from another. 

On top of this, and to prove that I was a car prospect, 
I have just bought a car in the same price range as 
both of those nearby agencies think they sell—and by 
“think” I mean maybe someone “buys” them but they 
certainly don’t “sell”? them. 

Now here’s the point. Not only have I not received 
any call from a salesman or even a piece of sales litera- 
ture in over a year, nor has anyone else (I have in- 
quired) in this apartment, housing nearly a hundred 
families. 

Yet what is easier than to write down the names of 
those living in most any apartment (right from the 
mail boxes at the entrance) and at least to solicit pros- 
pects by mail? 

Incidentally another dealer who occupied the same 
space one of those aforementioned ones now does has 
since “gone by the boards” and I’ve a hunch that these 
others won’t be with us so much longer if this is any 
example of their “get up and go” from even the crudest 
sales standpoint. 





This series of articles will be continued in next week’s 
Motor AGE. Why don’t you sit down and tell me what 
you think of them. Don’t be afraid to hurt my feelings. 
You can’t make me mad. And I don’t bruise easily. 
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Sectional view of Chrysler Imperial 80 “Red-Head” engine. 


has four tungtite rings and one oil control ring 


ITH the announcement of important changes 

in the Imperial 80, the Chrysler Corp. has 

completed its car changes on the models 

to be marketed during the 1928 selling sea- 
son. Although retaining the former model designa- 
tion, the Imperial 80 has been changed in many 
respects. Bodies are lower and longer. Wheelbase 
has been increased. Changes in the motor bring its 
power up to a maximum of 112 hp. and most chassis 
units have been redesigned and improved. Body 
lines in themselves also have been improved although 
characteristic details are retained in modified form, and 
the line has been considerably augmented by the addi- 
tion of custom models by LeBaron, Locke and Dietrich. 








Compres- 
sion ratio is six to one. Pistons have semi-invar struts. Each piston 


The Imperial 80 seven-bearing crankshaft is counter-weighted and counter-balanced 


“Red-Head’’ High 
(Compression Engine 
eAdopted as Standard 
for All Body Types; 
Bore and Stroke 
J’*XI, Prices 
Range From 
2,795 to 
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The master cylinder of the hydraulic four-wheel brakes of 
the internal expanding type on the new Chrysler Imperial 
is of the compensating type which automatically refills 


The standard line now ranges in price from $2,790 
to $3,495. There are an unusually large number of 
chassis changes. Among the new “selling features” 
of the chassis are five-ring aluminum alloy pistons, 
a new principle of carburetion providing better accel- 
erating control, a more efficient torsion neutralizer, 
and high compression heads in the 
engine. The clutch now has replace- 
able friction lining; the transmis- 
sion has heavier gears and is en- 
closed in an aluminum case; rear 
axles are of the ball bearing type; 
brakes are now internal expanding 
and larger, with an automatic refill- 
ing device, and a new type of muffler 
increasing engine power at higher 
speeds is incorporated. 

Mechanically, engine changes prob- 
ably lead in interest. The greatly in- 
creased power of the engine which now 
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/2 hp. lmperial 80 


By 
Athel F. Denham 





















The Chrysler Imperial 80 
standard line is priced as fol- 
lows: 


CCC TC TT $2,795 
Close-coupled sedan ..... 2,995 
S-passenger sedan ........ 2,945 
7-passenger sedan ....... 3,075 
Sedan limousine ......... 3,495 
i _ 
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develops 112 hp. at 3300 
r.p.m. is due to a number 
of changes. An eighth of 
an inch has been added to 
the bore, this now being 
do» in., giving the engine 
a piston displacement of 
009.3 cu. in. and a taxable 
power rating of 31.54 hp. 
The “Red Head,” six to 
one compression ratio 
heads are standard on all 
models. These require 
the use of anti-knock fuels, 
and were offered at addi- 
tional cost on the former 
80. The great demand for these heads induced the 
Chrysler Corp. to adopt them as standard on this 
chassis. While the cost of anti-knock fuels is some- 
what higher than that of straight gasoline, the addi- 
tional cost is partially offset by better gasoline econ- 
omy due to the higher compression ratio, with the 
increased power as a by-product. 

In order to further increase engine power, a new 
type of muffler has been adopted. This design is 
an outgrowth of experimentation carried out on the 
open models of the former 80 line. Those were 
equipped with a valve controlled by-pass pipe around 
the muffler. In the new 80 line this design has been 








Immediately above is the Imperial 80 town sedan, which 
is priced at $2,995. In center is the new Chrysler Imperial 
80 five-passenger sedan, listing at $2,945. At top is the 
convertible sedan body by Dietrich on the Chrysler 
Imperial 80 chassis. The list price is $6,795 


changed and improved by the provision of a straight 
unobstructed passage through the center of the muf- 
fler, which can be shut off and on at will by means 
of a butterfly valve at the rear end. 

To obtain smoother acceleration, a new principle of 
fuel feed has been incorporated in the new Strom- 
berg 134-in. carburetor. In this carburetor, which 
is of the plain tube type, there is an ingenious fuel 
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pump, operated positively in 
connection with the throttle 
control. When the throttle is 
opened a cylinder is depressed 
in the accelerating well cham- 
ber. This action forces a pis- 
ton in this cylinder downward, 
uncovering a port direct con- 
nected to the main jet. Since 
the piston referred to is mount- 
ed on a helical spring, pressure 
has been created in the cham- 
ber by means of which gasoline 
is forced out through the main 
jet. 

Since the spring on which the 
piston rests was compressed 
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_ Spotting the High Spots on 
the Chrysler 80 


Number of cylinders—6. 

Bore and stroke—35% by 5 in. 

Piston displacement—309.3 cu. in. 

Rated horsepower—31.54. 

Brake horsepower—112 at 3300. 

Lubrication—Pressure to main, con- 
necting rod and camshaft bearings. 

Piston material—S-ring invar_ strut 
aluminum alloy. 

Valve arrangement—L-head. 

Number of main bearings—7. 

Carburetor—Stromberg 134. 

Overall length—191 in. 

Tire size—30 by 6.75. 

Axle ratio—3.77 and 4.08. 

Transmission—3-speed. 

Brakes—4-wheel internal hydraulic. 


———, 





in the other models, those be- 
ing the standard rear gear ra- 
tios. 

As has been mentioned, sev- 
eral changes have been made in 
the clutch, which is practically 
of new design. In the first 
place the driving disk is larger, 
now being 11 in. in diameter, to 
take care of the increased en- 
gine power. From a service an- 
gle the adoption of riveted fric- 
tion lining instead of the for- 
mer woven-in type is important, 
These facings now having an 
outside diameter of 11 in., an 
inside diameter of 6% in., and 


originally, however, the piston 
is gradually returned to its 
original position, as the pres- 
sure in the chamber decreases, 
forcing additional fuel out 
through the main jet. By means 
of this device lagging periods during acceleration 
have been eliminated, the follow-up action of the 
piston being responsible. In connection with the 
larger carburetor, it should also be mentioned that 
the vertical riser in the intake manifold has been in- 
creased in diameter. 

To obtain smoother engine performance and de- 
crease vibration, both the crankshaft and torsion 
neutralizer have been changed. On the seven-bear- 
ing crankshaft these changes have taken the form of 
a new method of counter-weighting. 

The new torsion neutralizer at the front end of the 
crankshaft also introduces an interesting development. 

Five ring, aluminum alloy, semi-invar strut type 
pistons are a further new feature for the series 80 
engine. First introduced recently on the Chrysler 72, 
these pistons are characterized by the use of four 
compression rings, each pair being tongued in oppo- 
site directions, the tongues meeting in the center 
over an undercut land of the piston. Features of 
these tongue type rings are said to be that they pro- 
vide a better oil seal under the rings, due to capillary 
action, and thereby increase the heat flow in addition 
to the increased heat dissemination occasioned by 
the wider outside faces of the rings. An oil control 
ring on these pistons is used merely to regulate the 
amount of oil needed for the oil seal under the com- 
pression rings. 

Rear engine mounts have also been redesigned in 
order to produce in the rubber-insulated type of 
mounting the same effect of rigidity which is obtained 
with the rigid mounting, since in the latter the rear 
engine supports virtually form an additional frame 
cross member. 

The unit transmission also is new although of con- 
ventional design. Chrome steel is used for the gears 
which have face widths of 13/16 in. for countershaft 
drive, first speed and reverse, and 15/16 in. for direct 
and second speed gears. The housing is now an alum- 
inum casting, this change having been made to reduce 
transmission noises. Gear ratios in the new unit are 
3.02 to one in low, 1.74 in second, and 3.82 to one in 
reverse. Direct drive corresponds to an overall re- 
duction of 3.77 to one in the roadster, and 4.08 to one 


10 custom. 


Number of body styles—5 standard, 


Price range—$2,795-$3,495 (standard). 
$3,595-$6,795 (custom). 


a thickness of 9/64 in. The 
third change is in the adoption 
of a mechanical reproduction of 
the effect obtained with the 
rubber clutch insert disks 
which have recently been 
adopted on a number of cars. 

Intended merely to absorb sudden shocks, experi- 
ments showed that the rubber clutch inserts perform- 
ed another function, that of damping out torsional 
vibrations in the drive mechanism. This was due to 
the fact that the disks were manufactured by impreg- 
nating a fabric disk with rubber. Under torsional vi- 
brations internal friction was set up in the fabric 
part which aided materially in damping out vibrations. 

Welded sheet steel is used for the new tubular pro- 
peller shaft, to produce a better balanced shaft. It 
is also tapered and strengthened in proportion to the 
increased engine power. Forged ends are electrically 
welded to this shaft. 

A new semi-floating bevel gear drive rear axle has 
been adopted with all bearings except those for the 
differential side gears of the ball type, even including 
rear wheel and pinion shaft bearings. Timken taper 
roller bearings are continued in the differential side 
gears. Gear ratios have been lowered on the road- 
ster from 4.18 to 3.77 to one, and on the other models 
from 4.64 to 4.08 to one, indicating that higher road 
speeds are now obtainable. Shafts are of chrome 
nickel steel, keyed to the wheel hubs. The drive gear 
is 12 in. in diameter and has a 1%% in. face. 

Internal expanding four-wheel Lockheed hydraulic 
brakes supplant the former external brakes. Drums 
have been increased in diameter to 15 in., and take 
134 in. width lining, 5/16 in. thick. An automatic 
operating brake line refilling oil tank surrounds the 
master cylinder below the brake pedal. Supplement- 
ing these service brakes, the emergency transmission 
brake is continued with a drum diameter of 8 in., tak- 
ing 2 in. width lining. 

Rear springs have been lengthened out with the in- 
crease in wheelbase and are now 58 3/16 in. long and 
21, in. wide. Spring mounting designs both front 
and rear and spring cambers have been changed s0 
as to lower the frame by approximately 2 in. 
Steering gears and front axle continue practically un- 
changed, the latter having a tubular 214 in. diameter 
center section. Yoke bushings have an inside diam- 
eter of 1 in., are 1/16 in. thick and 1% in. long. Steer- 


(Turn to page 41, please) 
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Above is the Royal four-door sedan, 
which lists at $1,545. Note the sur- 
cingle and side lights and the new 
type radiator 


At right is the Moon 6-72 cabriolet 
roadster, priced at $1,445. It has a 


rumble seat 


ITH a larger, more power- 

ful engine and distinctive 

body designs the Moon Mo- 

tor Car Co. this week in- 
troduced its new 6-72 line in six body 
types with prices ranging from $1,395 
to $1,545. 

Appearance of the new car is a 
radical departure from any formerly built by this com- 
pany. One of the principal distinguishing features is 
a deep and narrow cellar type radiator of late design 
with a shell of German silver. A new name plate, filler 
cap of artistic appearance and monogrammed headlight 
tie-rod give the car a distinctive appearance. 

A nickel-plated surcingle nearly an inch in width and 
of which the cowl light brackets are integral parts, runs 
over the hood and the cowl where these two units meet 
and down to the sills on either side. Headlamps and 
side lamps are cone-shaped and nickeled. 

The complete line includes the Royal four-door sedan 
at $1,545, Royal two-door sedan at $1,445, Royal 
cabriolet roadster at $1,445, Royal roadster at $1,395 
and the Standard two-door and four-door sedans at 
$1,395 and $1,445 respectively. 

Sedan models are finished in colors ranging from 
brilliant Oriental shades to the more subdued greens 
and grays. They are furnished with composite wood 
and steel bodies with the roof curving in a long sweep 
from metal back to front, grace of line and contour be- 
ing emphasized by the integral sun visor. The raised 
lance-head panel effect on the hood and cowl is also 
carried out in the body contours. 

By means of a frame kick-up of 234 in., artillery 
wheels with 29 x 5.50 balloon tires and by lower running 
boards, the car is given a low-hung appearance. Overall 
height is 73 in. and road clearance is 9 in. Full-crown 
fenders, newly designed dust and splash aprons, gaso- 
line tank and spring horn covers are finished in high 
luster black enamel. 
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Interior of the sedan models is finished in haze gray 
mohair with the sides giving a paneled effect through 
the use of cord binding. Interior fittings in the four- 
door sedan include silk curtains at rear and quarter 
windows, two silk assist cords, purse effect pockets, arm 
rests, silk robe rail and Butler finish hardware with 
black inlay. Form fitting treatment has been given the 
seat backs and cushions. 

All instruments, including an electric gasoline gage 
and engine heat indicator, are inclosed in a single glass 
oval, indirectly lighted, located in the center of the in- 
strument board. Choke and ignition buttons are located 
just under the oval on the instrument board. The panel 
in the oval is of engine-turned non-glare metal in at- 
tractive design. Instrument board panel and garnish 
moldings are finished in two-toned Burl walnut with 
ivory stripe. The thin grip steering wheel is of com- 
position hard rubber with burnished aluminum spider. 
The accelerator foot pedal is of full length type. A 
vertical ventilating windshield is used with the control 
handle in easy reach of the driver. 

Interiors of both the front and rear compartments 
of the cabriolet and roadster models are finished in deep, 
buff pigskin leather, harmonizing with the various body 
colors applied. 

Among the powerplant and chassis features are the 
use of aluminum alloy pistons with invar strut, a Lal- 
chester vibration damper, Lockheed hydraulic four- 
wheel brakes, semi-automatic spark advance, thermo- 
static water control and a “battleship” type frame 
braced by a total of eight cross members. Wheelbase 
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Larger Engine a 


120-in. Wheelbase 


is 120 in., overall length of the 
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A gear pump operated off the 














frame is 167% in., and tread is Model 6-72 Pri ‘Y camshaft, located in the bottom 
the standard 56 in. The engine seer & eit of the oil pan, supplies oil under 
has seven main bearings and is Royal Bodies pressure to all main bearings, 
fitted with a high compression, Roadster .................... $1,395 connecting rod bearings, cam- 
anti-knock cylinder head with a Cabriolet roadster ............ 1,445 shaft bearings and the timing 
compression ratio of 4.938 to 1. Two-door sedan .............. 1,445 | chain, while pistons and piston 
The engine is a Moon-Conti- Four-door sedan .............. 1,545 pins are lubricated by splash. 
nental of the L-head type with ——— Oil pressure at the gage is 7 lb. 
33%-in. bore and 4-in. stroke. when the engine is idling and 
Two-door sedan .............. $1,395 
Cylinders are cast en bloc of i seelenid acdlion 1445 40 Ib. at 2500 r.p.m. 
grey iron. The cylinder head IG ea tte The radiator is made by the 


also is of cast grey iron. Piston 
displacement is 214.7 cu. in., 
S.A.E. horsepower rating is 27.3, but actual brake 
horsepower is 66 at 3150 r.p.m. 

Front drive is by a three-sprocket silent chain driving 
the camshaft and generator, adjustable by swinging the 
generator on the mounting. 

One of the latest developments by the Stromberg 
Motor Devices Co. is the standard carburetor on the 
new Moon. The 114-in. carburetor, known as theTX-2, 
makes use of idle and low speed fuel jets above the 
throttle with a separate idle adjustment. An accelerat- 
ing well supplies an extra amount of fuel for a moment 
after the throttle is opened and a new type of warming- 
| up control gives improved starting ability and smooth 
operation while the engine is cold. 

The exhaust and intake manifold are cast in one piece 
and the intake gases are heated by the exhaust. 


JS Fedders Mfg. Co. and the water 

is circulated by a pump attached 

to the front of the block and driven by the fan belt. 

Thermostatic control also is included in the cooling 

system. The fan has four blades and is 16% in. in 
diameter. 

A two-unit Delco-Remy electrical system with a push- 
pull type of ignition switch mounted on the center of 
the instrument board is used. Firing order is 1-5-3-6- 
2-4. Single unit 6-volt generator supplies current to 





the U.S.L. battery located under the left front seat. 
The lighting switch is located on the steering wheel. 
(Turn to page 40, please) 













A sectional view of the Moon 6-72 engine which has a high- 
compression, anti-knock cylinder head, and a_ seven-bearing 
crankshaft 


s Below is the Moon 6-72 chassis 
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N this article ‘Pete” 
Clark relates some sell- 
ing experiences which, as 
absolute facts, will be 
relished by our readers. 
It has to do with the 
human element in selling. 






Exterior of the 
Paul G. Clark, 
Inc., Chevrolet 
agency in Col- 
orado Springs, 
Colo. 


OTHING in this game of selling can be taken 
for granted. You can build up your or- 
ganization to a symmetrical peak, slim as 
the summits of the Alps, but over and above 
it all rests the matter of the individual. Peak organ- 
ization is a good thing to have—we have it: charts, 
colored pins, seven points, and all the rest—because 
it gives you a good hop-off and a good landing field. 
The rest is that X quantity of the human-being that re- 
mains X, except as you discover, however remotely, 
the Achilles’ heel of that individual. 

I have in mind this matter of appraisal on the used 
car. When a man drives up to your curb, mind made 
up to sell that good old boat whose every quirk and 
fancy he knows by heart and loves, whose weaknesses 
as well he knows and defends, you have a ticklish 
state of mind to deal with. That is what sales resist- 
ance in large part amounts to—a ticklish state of 
mind. Everyone has it on some subject or another. 

Maybe this fellow has already met up with gross 
belittlement of his pride and joy from other dealers. 
You can walk out there, him standing critically by, 
ready to indict you on every point of the appraisal as 
indifferent and irreverent, and enjoy if you can the 
heated session that results. No one likes to have 





anything of his given a cool once-over, a kick or two 
at front and rear, a careless glance at its intimate 
features, and be told it’s worth about two darns. Any 

























estimate you might 
make sounds like 
two darns to him anyway. 

“Why that car’s got a won- 
derful motor!” he shouts. “The leather in her alone 
is worth that much!” You remind him about the 
left hind shoe and that tendency of the motor to knock. 
He begins to realize you weren’t as hasty as you seemed, 
but he is indignant. 

The way I see it, here is one chance to smooth off 
that rocky first lap. First of all the salesman intro- 
duces him to me: “Meet Mr. Clark, the boss,’ he 
says. We shake hands and talk a minute. “Where is 
your car, Mr. Smith?” He points it out and makes to 
lead the way. “Just a minute,” I stop him; “the head 
mechanic always makes these appraisals with me.’ 
I call for Rex, our shop-head. The man sees us g0 
out to his car, begin going over it, and me putting it all 
down on a piece of paper. “My God,” he thinks, just 
as you or I in like situation would, “‘suppose they see 
the condition that left hind shoe is in; suppose that 
motor knocks the way it does for me sometimes!”’ 

Then the salesman takes him into my office, sits him 
down, puts the order-blank handy, and begins the 
divertissement. : 

“Mr. Smith,” he asks, “how would you like to pay 
for this car?” 

If there is another angle relative to his venture 
that fascinates him more—even that appraisal—I 
have yet to discover it. He ponders the matter, he 
listens to every payment arrangement the salesman 
can tell him about. He thinks maybe.... 
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There’s a Uulnerable Spot in the Sales 
Resistance of “Virtually Every Pros- 
pect, and the Salesman Must 
Find It and Aim His Ar- 
at the Mark 










TOWS 


By Paul G. Clark 


| re Presidvas Paul G. Clark, Ince., 
= | , - Colorado Springs, Colo. 


He glances outside just then 
to see Rex and me backing his 
car away from the curb, off for 
a test trip. He is impressed by 
this and for a minute a point or 
two preoccupied. 

“Maybe I'd better try the 
$30-plan,” he comes back to 
what they are talking about. 
He asks the salesman to figure 
it out for him, and he does—on 
the order-blank: “It’s all made 
out for it.” 

Pretty soon I come in, ap- 
praisal sheet in hand. “Mr. 
Smith, we can allow you $125 on 
your car.” 

“It’s worth $200 as sure as 
my name’s Smith!” 

We go over the appraisal 
sheet. Ten to one he still is 
not convinced, though that ap- 
praisal sheet usually helps. He 
is going to get all he can out of 
that car. 

“Well, Mr. Smith, you are sat- 
isfied that we’ve given your car 
a thorough, careful examina- 
tion, aren’t you?” 

. o : | "so 
0 # Sex + one ach ke : _.. “You’ve recognized every 
| ; - ae point of our appraisal. Yet you 
are holding out to the last dol- 
lar as though your chief con- 
cern was with this old car that 
you are through with. Actually 
the big point with you is the 
car you are going to drive 
around this year. Your new 
ear. Isn’t that right?” 
“Yes, that’s so. Just the same—” 

The rest followed logically enough. 

The head of a large firm sent word that he 
was in the market for a new truck. The deal 
would be partly trade-in. It was an impor- 
tant opening, and I believed it warranted an 
impressive entrance. I took along, therefore, 
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GwORS 
a body expert from our Den- , . you have against me? I was 
ver office and one of my | HEN selling is not logical,” says Mr. raised here and I’ve built up 
salesmen. First thing we did Clark, “it is the most emotional game my own business. I am am- 
was to appraise the trade-in. there is. Selling is a term as broad and bitious, willing to work hard.” 


It was in the sort of shape 


long as human nature. 
as in everything else, is getting the lead on 


The big point in it, “Oh, I like you all right, 


that comes of anything me- your man. Domination is the thing. We try Pete,” he said, interrupting. 
chanical being left to stand to bring it about first off in a salesman by “IT know what you are doing. 
outside in all kinds of having him get by heart certain logical I may as well admit that I am 


weather. The motor was not aineial 
even in running order. 


buyer’s office, he looked up_ 
with that air of obtuse de- 
tachment that tells you a 
man is difficult without a word from him. I intro- 
duced my two companions. Before I had a chance 
to say anything else, he said: 

“Pete, I want you to understand from the start that 
I am sold on the Chevrolet truck. Just one thing can 
stand in the way of my buying it; that is the amount 
you appraise on that truck in the yard. It’s worth 
$125. I expect you to meet that price.” 

“Your excellent judgment in the matter of the Chev- 
rolet truck,” I said, ‘““makes me confident that you know 
the value of that machine outside is at the most $40.” 

He waved away my appraisal sheet. ‘“That’s all I 
need to know. Good morning.” 

“Just a minute,” I said. “I happen to have gone to 
some trouble in this matter and I am not willing to 
let it drop quite so easily.” 

“You mean you will reconsider your appraisal?” 

“T never made an appraisal on that basis. What I 
mean is that for a man who wants a new truck for 
purposes of service, you are showing the minimum 
concern for everything except the worn-out material 
on your hands.” 

“T know all I want to about trucks. You can’t tell 
me anything about them I don’t already know.” 

“Ts that so?” I asked, genuinely interested. 

“T never put myself in the market for anything,” he 
said, “without first compiling exhaustive data.” 

“T am very much interested in figures of the sort. 
Are yours by any chance available?” 

“Certainly. I have the chart right here.” 

I examined his figures. ‘“‘Can you tell me,” I said, 
straightening, “how much it costs to run this truck 
(indicating on his chart) per mile per day?” 

“No. I haven’t that particular data.” 

“That is just it. You know all you want to about 
trucks. Yet this vital point from the standpoint of 
your cost-sheets is unknown to you.” 

“IT told you in the beginning that I am not interest- 
ed in hearing about trucks. We'll talk about any- 
thing else you say. Baseball, for instance. What do 
you think of Babe Ruth’s—’” 

“Pardon me,” I said, “I happen to be selling auto- 
mobiles. It is my business. I believe in it. I really 
don’t enjoy getting off the subject.” 

“Then we can say good morning.” 

But I had those two men with me. It was against 
every principle I had to leave things the way they 
were. Somehow I had to find out about him. 

“You know,” I said, leaning back, “I have quite a 
few friends in this town. I guess you think it’s fun- 
ny, but a good many people seem to like me all right.” 

“You haven’t a bad opinion of yourself.” 

“It makes me curious to know,” I went on, “what 











‘ ment of a Trojan.” 


sequences that will outweigh the average 


; “If a salesman ever gets the idea of domi- 
When we went into the nation firmly implanted, he has the equip- 


making it as hard for you on 
this sale as I can. I'll admit 
something else: the other 
| firms I call in on this deal 
S) are going to have it just as 

hard.” 

“Thank you. That’s all I wanted to know.” 

For a whole week I didn’t go near him. Saturday 
morning he called me up. “Pete,” he said, “give me a 
compromise rate on that old truck of mine, and [’'ll 
buy your truck.” 

“Thank you for calling,” I said. “I made you my 
best price.” 

All during the next week, too, I let him alone. 
Didn’t go near. There are quite a few automobile 
dealers in this town of 30,000, and I was pretty sure 
he was counting on competition pressure. People get 
the idea that you would do anything in order to make 
a sale. The following Saturday he was on the wire 
again. All he said was: “Send down your truck, 
Pete. The check is ready.” 

I maintain that we made that sale because we engen- 
dered respect for our way of doing business. You can 
keep your pencil sharp for figuring how high the 
other fellow is apt to go, but the dusty pile of shav- 
ings that comes of it is pretty good evaluation of the 
method. 

If one dealer bids high for a man’s car and the 
next one low, his suspicion rests on the latter. A 
man drove up one day and wanted an appraisal. We 
examined his car and offered him $75. 

“You’re crazy!” he laughed; “I was just offered 
$175.”” We went over the appraisal sheet, but it didn’t 
make any difference. “It stands to reason!” he said, 
tickled to death over that $175 bid, sure that he had 
shown us up for fair. 

““Let’s figure on it,” I said, and took out a little book 
that shows figures on depreciation in all makes of 
cars. The difference between the car he proposed 
getting and ours was such that, carried out to its logical 
conclusion, the other offer might better have been 
$223, instead of $175. He happened to be extremely 
interested in those statistics and in the end decided 
on the car that held up better during a year’s driving. 

“T can offer you $200 for your car,” I told a man 
who happened to be a lawyer. 

“You know,” he said, looking indignant, “that those 
cars are selling for $300 all over town.” 

I figured up our margin of profit—cost of putting the 
car in shape for sale, overhead on that sale. It showed 
a $300 appraisal was impossible. 

“That is your business,” he said. “I am not inter- 
ested in your figures. Anyway, you fellows know you 
make enough on your new cars to afford to let your 
used ones go for what you can.” 

“So you conduct your law business after such a 
fallacy as that?” I asked. 

“Fallacy? What do you mean?” 

(Turn to page 40, please) 
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| Keaturing the Used Car Lot 


Giving the Used (ar Lot the (Corner Position With a Filling 
Station as a “Come on” is Not a Bad Idea 


E would like to have your archi- 

tect sketch a sales and service 
station using (A) for salesroom 66 ft. 
(B) for used car storage, washrack 
and (C) for shop with 20 ft. driveway 
leading from Portage Street into the 
shop with an entrance also on Jackson 
Street. 

On the sketch enclosed in our former 
letter, we left the corner space of Port- 
age and Jackson Streets open for used 
car lot, also possibly an oil sales 
station.—White Brothers, Kalamazoo 
County, Scotts, Mich. 


HILE on this particular lot a 

\ \ layout of this sort is good, a lot 

with less street frontage would 
not work out well at all. Here the 
used car lot and filling station can be 
considered almost separately; the wide 
passage from the diagonal street back 
to the service station is almost like a 
side street giving the new car show- 
room all the appearance of another 
corner. It is good in this respect that 
the accessory store and display window 
has been placed on the side in order to 
keep the whole of the front and corner 
for car display. 

Another reason for this was to bring 
the display where those awaiting serv- 
ice or calling for cars would come in 
contact with it. To catch the eye of 
passing motorists a display of acces- 
sories is also arranged in the extreme 
end of the showroom. 

The positions of your storage room 
and shop have been transposed for two 
reasons; first, because the position back 
of the used car lot is not susceptible to 
a good shop arrangement, and second, 
because it is better to have the shop 
near the parts supply and near the 
Office. The parts department might 
have been moved into the wing but that 
would limit still more the area avail- 
able for shop. 

If we have arranged a larger shop 


By Tom Wilder 
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This plan is quite different from the general run of sales and service stations 
but it is not in any way freakish and ought to be very satisfactory in use 


than necessary, part of the back wall 
space may be used for storage and in 
that way make the whole layout more 
flexible as with the spring rush for in- 
stance, storage can be crowded out. 
There is such very slight difference 
in the grades at the different corners 
that we have disregarded them, but we 
thank you very much for the very com- 
plete survey; it is impossible to lay 
out an irregular quadrangle without at 


least one of the corner angles. 

You will be obliged to use skylights 
in a good share of this building; the 
general office, toilets, shop, all being 
surrounded by windowless walls. 

The roof trusses are mostly on 16 ft. 
centers but there are some exceptions, 
namely, in the shop where they are 20 
ft. apart and in the storage garage 
where there is one 18 ft. and one 20 ft. 
bay. 





Dominance of U. S. Cars Complete 


KTURNING from a several weeks’ stay in Europe 

and England, F. E. Moskovics, 
Stutz Motor Car Co., brings back two major observa- 
tions, gained largely at the Paris Salon and Olympia 
The first is that American cars have 
established a complete dominance in Europe and the 
second is that the flexible type of body, designed by 
C. T. Weymann in France, has gained such a vogue 
throughout Europe that its gain in favor in this country 


Show in London. 


president of the 


within the next few years is forecast as a certainty. 


“In every country where duties are nearly even, the 
American car, in whatever price class it may be, is 
dominating sales and the manufacturers of other coun- 
tries definitely realize this,” said Mr. Moskovics. 


Mr. Moskovics’ prediction regarding the acceptance 
of the Weymann type of body in this country was based 
on the fact that 60 per cent of all closed cars at the 
Paris Salon had Weymann bodies, while the proportion 
of Weymanns at the Olympia show was 65 per cent. 
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MOON 6-72 HAS 





Jno. W. Brown twin beam headlights are used, single 
contact, 21 cp. Instrument and tail lamps are single 
contact 2 cp. 

A Borg & Beck 10-in., single-plate clutch with rubber- 
insulated driven member connects the engine with the 
Warner T68J transmission. A Johnson type transmis- 
sion lock operating from the top of the gearshift lever 
is provided. There are three forward speeds and one 
reverse, low speed having a ratio of 3.07 to 1; second, 
1.77 to 1; direct, 1.1 to 1, and reverse, 4.1 to 1. The 
main shaft is mounted in annular ball bearings. 

The Spicer propeller shaft is a welded tube of large 
diameter to prevent whipping and two Spicer universal 
joints complete the assembly. Rear axle is a Columbia, 
semi-floating type, with spiral bevel gears having a 
ratio of 4.9 to 1. Two bearings are provided for the 
overhung pinion mounting and there are three bearings 
on each driveshaft. The differential is of the two-pinion 
type and is contained within a one-piece pressed steel 
housing. 

Hotchkiss drive is employed with both drive and 
torque being taken through the rear springs. These 
are of silico-manganese steel, semi-elliptic type. Front 
springs are 36 in. long, rear 54 in. Both are 2 in. wide. 
Twelve-inch hydraulic external contracting brakes are 
used on all wheels. Drums are 1% in. wide. The 
emergency brake, external contracting on the trans- 
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LARGER ENGINE 





(Continued from page 35) - 


mission drum, has a diameter of 6 in. and is 2 in. wide. 

A Columbia drop-forged “I”? section is used for the 
front axle and steering gear is of the Ross variable 
ratio cam and lever type. Phosphor bronze thrust bear- 
ings are adjustable by means of shims. 

The new Moon is equipped with an extra heavy frame 
made by the Midland Steel Corp. using channels 614-in. 
deep and 5/32-in. gage. It is provided with four gus- 
setted cross bars and two torsion resisting tubular mem- 
bers at the front and rear end. The engine front and 
rear support construction forms two additional cross 
members. 

Wheels are supplied in either of two types, artillery 
or disk. Spokes are 1%% in. wide and there are 12 spokes 
of second growth hickory in both front and rear wheels. 
Firestone straight side detachable rims are held to the 
wheel by five lugs. 

The chassis is lubricated by means of Alemite pres- 
sure fittings. 

Factory equipment in the Royal Series includes sur- 
cingle and side lights, radiator shutter, front shock 
absorbers, windshield wiper, stop light, oil filter, ther- 
mostat, crankcase ventilator, air cleaner, and on the 
two-door sedan, a trunk. Equipment on the Standard 
bodies is the same as the Royal with the exception of 
the shutter and the surcingle. The Standard two-door 
sedan also has a trunk. 





Find the Achilles’ Heel 


(Continued from page 38) 


“Oh, one client comes in, hires your services, pays 
his fee. That makes it so that you can serve the next 
man that comes in for counsel scot-free.” 

“Of course not.” 

“That is the policy you intimate that we follow. 
It really wouldn’t work in any business.” 

He took our appraisal. 

It is as important to have ample display space for 
your used cars as for your new ones. But supposing 
you temporarily haven't, it doesn’t need to be looked 
upon as a misfortune. Under the present circum- 
stances, our trade-ins have to spend some of their 
time in the warehouse. The redeeming feature of that 
is that we keep the outgo even with the income. The 
other point about our too little display space is that 
we never give any of it over to duplicates. The 
eight cars that stand there cover each type of ma- 
chine. Each one carries our absolute guarantee as to 
its condition. Moreover, the narrow margin of choice 
does away with a good deal of customer bewilder- 
ment. A man with 15 cars to choose from is bound 
. to have a good deal more question in his mind over 
the matter than with eight. 

Anything there is to be said on selling is just part 
of it. I think of the prospect who has the passive 
state of mind, who will not meet you on any argu- 
ment, or react to anything you have to say. He needs 
disturbance. You can talk your arm off and use pret- 
ty fair eloquence without getting so much as a blink 
more than “Thank you!” But there is no use in man- 
ufacturing phrases for that sort of consumption. He 
is apt to think you just shoot off that way anyway. 
His idea is largely self-protection. It is the firm be- 
lief of a good many people that the first thing a sales- 
man is going to do is take advantage of them. You 


cannot let this man go just because he doesn’t reg- 
ister, because you know he has the registering appa- 
ratus. It only needs to be set into motion. Anger 
is a comparatively simple emotion to arouse. Another 
thing, it is quickly over with. Most of all, it stimu- 
lates him to the point of receptivity. He listens. 

One of this sort wanted to buy a Chevrolet all 
right, but he had the habit of standing in his own 
light. He was perfectly friendly about everything. 
We weren’t getting anywhere with him. That was 
the trouble. | 

The salesman who was working on him came back 
one afternoon. He said: “Mr. Bromide is coming in. 
I can’t pull him off the fence and I think he wants 
to come off, too. He’d just rather we didn’t win the 
argument.” 

The man came in, and it was true that he simply 
could not stand to have us sell him that car because 
it meant that we won. We beat him down on one 
point after another. Then I closed in on him: 

“Do you mind telling me what I am contributing 
data for?” 

“What do you mean?” 

“I mean you have heard me recite all I know on 
this subject. It strikes me I was foolish to think you 
might happen to want to buy one.” 

“You are right,” he said, up on his high-horse at 
once. “I don’t.” He walked out of there. I gave the 
salesman the high sign; it was up to him to close 
the deal. 

“T guess Mr. Clark made you mad,” he said, catch- 
ing up with the man. “He’s temperamental a!out 
selling.” 

“Altogether too temperamental!” 

(Turn to page 42, please) 
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CHRYSLER PRODUCES 





Le Baron is credited with the 
coachwork on the Imperial 80 
club coupe at right, listing at 


v's 


Below — Three- 
quarter front view 
of the five-passen- 
ser sedan, showing 
new radiator and 
hood lines 


ing knuckles are of chrome nickel steel, with chrome 


vanadium steel steering arms. The chrome nickel 
steel steering spindle pins are chromium plated for 
better wearing qualities. 

As formerly, frames are of pressed steel. Channel 
depth is 7 in. with 214 in. wide flanges, the stock thick- 
ness being 9/64 in. Five channel section and two tu- 
bular cross members are used, the whole frame hav- 
ing an overall length of 184144 in. Mounted at the 
rear is the 20 gal. fuel tank in which is incorporated 
a3 gal. reserve tank which can be turned off and on 
at the tank. 

Artillery wheels are standard on all models except 
the roadster which has wire wheels as standard equip- 
ment. All models are fitted with 30 by 6.75 balloon 
tires. 

Perhaps most striking in the new bodies is the in- 
creased length and decreased height. While actual 
dimensional changes have been effected, the chassis 
being 2 in. lower and the wheelbase having been in- 
creased 3 in., the bodies now having an overall length 
of 191 in. without bumpers, the bodies appear even 
longer and lower due to the use of cheat lines along 
the bottom of body sides, and the molding treatment. 

Colors are more widely used than is usually the 
case. Radiator cores, fenders, tops, sun visors, and 
even tire and truck covers, are in colors to harmonize 
with those of the body proper. Radiator shells and 
the ball-shaped head lamps are chromium-plated. Ra- 
diators are also higher than formerly and the char- 
acteristic flute in the hood has been made narrower, 
blending into the hood instead of being carried on 
into the cowl as formerly, the new lines being decid- 
edly more pleasing. Hood louvres are grouped in 
fours for individuality and are of the vertical type. 

Special bumpers standard on the cars are curved 
to carry out the body lines and are colored to match 
body tones. Name plates and monograms have been 
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removed from both hub-caps and radiator shells, leav- 
ing only the wings on the filler cap in the nature of an 
emblem to characterize the make of the car. 

In the bodies themselves doors are wider and corner 
pillars are narrower. Fenders are full-crowned with 
more sweeping lines, and are assembled on the cars 
with glazed fabric packing strips. Running boards 
are of steel, rubber covered, with concealed screws in 
the aluminum binding. Cowl lights are mounted on 
a nickel-plated ring which runs around the cowl back 
of the joint with the hood. 

Inside the cars are found adjustable steering col- 
umns, front compartment ventilators on both sides 
of the cowl near the floorboards and adjustable foot 
rests for the rear compartments. In the closed mod- 
els front seats are carried straight across instead of 
being curved. This is done to permit the use of a 
sliding glass partition between front and rear com- 
partments, this partition being standard on the sedan- 
limousine and optional on other closed models. On 
the seven-passenger sedan wide auxiliary seats capa- 
ble of seating three passengers are provided, these 
seats meeting in the middle. 

Grouped under a narrower shell-shaped instru- 
ment panel are an electric dash gasoline gage, engine 
thermometer and clock, in addition to the usual in- 
struments. Headlamp, spark and throttle controls are 
mounted above the steering wheel, while below, on the 
steering column, is mounted an Electrolock, locking 
the distributor, and the windshield wiper and electric 
fumer (for heating gasoline when starting) controls. 

Oxidized silver finish is used for the hardware. Up- 
holstery materials differ for the various body models. 

Standard equipment includes bumpers, shock ab- 
sorbers, combination stop tail and backing-up light, 
windshield wiper, rear view mirror, windshield wings 
on the open cars, fuel filter, oil filter, thermostat in 
cooling system, dash gasoline gage, clock, heater on 
the closed cars and a telephone on the sedan-limou- 
sine. A lock is also provided for the spare tire. In 
addition to the double filament bulbs in the head- 
lights, auxiliary parking bulbs are provided. The 
seven-passenger sedan and sedan-limousine are fitted 
with dome lamps, operated by the doors, while five 
passenger sedans have corner lamps. 





Dodge Brothers, Inc., is offering a cash prize of $500 
each month to the writer of the best letter on “Why I 
Own a Dodge” or, “Why I Want a Dodge.” The com- 
petition is in conjunction with the broadcasting of the 
Dodge radio hour each week. The letters must be writ- 
ten on special blanks obtained from dealers. 
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Oscar the Parts Man Takes to Mind Reading 





OR some time I had noticed 

a seeming lack of industry 
on the part of my parts man, 
Oscar. As I stepped out of the 
office I saw that he was busy 
warming the seat of a chair again and decided that it 
was about time I looked into this matter. Imagine my 
surprise when, upon closer inspection, I discovered that 
he had his nose buried in a vol- 


By O. L. Steensland 


Steensland Motor Co., Lake Andes, S. D. 





watch I would have stopped at 
the jewelry store.” 

“That’s right,” agreed Oscar, 
getting pink behind the ears. 
| “Now if you will tell me just 
what kind of a bearing you want for the Ford I will 
be glad to get it for you.” 

“T don’t remember what he called it but it is a fun- 

nel-shaped thing.” 





ume called ““Mind Reading” and by 
his elbow lay a copy of “Be a De- 
tective—Detect anything from the 
slightest clue.” 

Before I could give him a verbal 
blistering for wasting his time, he 
looked up with a grin and said, 
“Well, Boss, I suppose you think I 
am wasting my time, but if you 
will stick around for a few min- 
utes I will show you that by study- 
ing these two books I have become 
the best parts man in the coun- 
try.” 

“Hell,” says I. “You don’t have 
to be a mind reader when a man 
asks for a Ford spindle bolt, and 
with these bins a blind man could 
find it without knowing the first 








I could hardly keep from laugh- 
ing out loud when I saw the blank 
look that came over Oscar’s face. 
A funnel-shaped bearing! Whata 
clue for this embryo detective to 
work on. 

“Do your stuff, Sherlock,” | 
sneered in his ear as I walked be- 
hind him. Evidently he didn’t 
hear me and from the far-away 
look on his face he wouldn’t have 
heard a cannon. Oh, well, he would 
hear plenty about this fool detec- 
tive business after the customer 
left without getting her funnel- 
shaped bearing. Why didn’t the 
fool come right out and tell her 
that he couldn’t figure out what 
she wanted in place of poking 








thing about being a detective.” 

About that time a seedy-looking individual inter- 
rupted me with a request for a casket. 

“A casket?” I asked incredulously. 

“Yes. A casket for a hogshead.” 

Ye gods! This was heaping insult upon injury. First 
he takes my up-to-date garage for an undertaking par- 
lor and then he tells me he wants to bury part of a pig. 
The man was either a fool or possibly he was indulging 
in a low brand of humor. Either way, I would put him 
in his place by telling him that the undertaker was five 
blocks down the street and all he needed to bury a pig 
was a hole in the ground anyway. Before I could un- 
limber my tongue to put this wise-cracker in his place, 
Oscar stepped up with a set of gaskets for a Ford trans- 
mission. After he rang up the sale he turned to me. 
“There, Boss, you can see for yourself how this mind 
reading business works. Now here comes another cus- 
tomer and from the way he looks I will give you demon- 
stration number two.” 

Sure enough, this fellow asked for a ragidator and 
a carbonator, two things I didn’t know belonged on a 
Ford. To Oscar his request seemed as clear as crystal 
for he passed out a radiator and a carburetor without 
batting an eye. 

“Well,” I said, “you might call that mind reading, but 
to me it looks like some lucky guessing. So far I haven’t 
seen any need of wasting your time on this fool detec- 
tive business.” 

Getting a call from the office I left him, saying I 
would be back shortly. About an hour later I again 
went out to the parts room and noticed a flapper at 
the counter searching through her purse. 

“T can’t find that slip,” she said, “but my brother 
wants a bearing.” 

“What kind of a hearing did you want, Miss?” 
asked Oscar. 

“For a Ford, of course, stupid. If it was for my 


through the bins the way he was 

doing? Suddenly he jerked out a part and came back 
to the counter. 

“Is this the piece your brother wants?” he asked. 

“Yes,” she smiled. ‘“‘That’s the very thing.” 

I stayed just long enough to identify the part he held 
in his hand as a front universal ball cap. And in my 
hurry back to the office I left a lot of things unsaid. 


Find the Achilles’ Heel 
(Continued from page 40) 

The salesman was not disconcerted. “You must be 
a friend of his.” 

“IT was,” emphasized the man. 

“T thought so. I never heard him go to such pains 
before over anyone. He is a swift worker, you know, 
usually.” 

After that it was comparatively simple to close him. 

When selling is not logical, it is the most emotion- 
al game there is. As I said in the beginning, peak 
organization means just what it spells. Selling is a 
term as broad and long as human nature. The big 
point in it, as in everything else, is getting the lead 
on your man. Domination is the thing. 

In selling you have to get out of the way of looking 
at a thing the way the other fellow does. You have 
to see things your way, not regardless of, but inclu- 
sive of, what he may have to say against it. An easy 
sale leaves a good salesman with a feeling of disap- 
pointment—aside from the fact that good luck usual- 
ly leaves you with the suspicion that it is too good 
to be true. If selling is the thing he is interested in, 
he relishes the opportunity to show his tricks. Noth- 
ing is quite so heartening as proving your point over 
and above real opposition. That does not imply bun- 
combe. If a salesman ever gets the idea of domina- 
tion firmly implanted, he has a Trojan’s equipment. 
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Questions eAnswered By (. Edward Packer 





What Determines a High 


Speed Engine—Also Other 
Questions 


Does the stroke of an engine have any- 
thing to do with the S.A.E. horsepower rat- 
ing?—The Lampasas Leader, Lampasas, Tex. 


N?: the stroke of an engine has noth- 
ing to do with the S.A.E or the 
N.A.C.C. horsepower rating. In the 
rating calculation it is assumed that 
the piston speed is 1000 ft. per minute. 
As a consequence, both the r.p.m.’s and 
the stroke are omitted from the formula. 
Is a long stroke or a large bore desired 
where power is wanted? That is, does an 
exceptionally long stroke indicate that the 
job is a high speed engine, or that the engine 
is better adapted to slower speeds but greater 
power P 
You will find that where power and 
speed are wanted that both the bore 
and stroke are increased. However, a 
large bore or a large stroke alone does 
not indicate anything. A _ high-speed 
engine is determined by many things 
other than the dimensions of the crank- 
shaft and pistons. The weight of the 
reciprocating parts is vital. This will 
be appreciated when it is known that 
three well-known American-made cars 
use the same make and model of stock 
engines, but there is a wide difference 
in the performance of these engines, 
due primarily to the difference in the 
pistons and rods. One of these cars 
develops a maximum brake hp. of 90 
at 3200 r.p.m. This car has duralumin 
connecting rods and aluminum alloy 
pistons. Another car with the same 
type of engine develops 84 brake hp. at 
2900 r.p.m. This has cast-iron pistons 
and steel connecting rods. The third 
car, with the same type of engine, de- 
velops 80 brake hp. at 3000 r.p.m., and 
this has aluminum pistons with steel 
connecting rods, but its compression 
ratio is a little lower than the ratio of 
the other two cars. So in conclusion 
we would say that the bore or the stroke 
does not indicate what the engine will 
do as the compression ratio, the shape 
of the combustion chamber, the size of 
the valve, the type of the manifold, the 
weight of the reciprocating parts, and 
the ability of the ignition system and 
carburetor to function at high speed, 
has much to do with the final results. 
I understand that horsepower increases with 
engine speed, but some engines are built to 
turn at a much greater speed than others, 


and do these high-speed engines as a whole 
have a long stroke or a larger bore? 


_ The answer to this question was prac- 
tical} y given in the answer to your pre- 
vious question. In checking over the 


specifications of the American-made 
passenger cars, we find that on engines 
that turn between 3000 and 4000 r.p.m., 
that the stroke ranges from 3% to 5% 
with the average between 4% and 5 
in. On checking over the specifications 
on those cars whose engines deliver the 
maximum power at speeds between 2000 
r.p.m. and 2400 r.p.m., we find that the 
stroke here is very similar to the stroke 
on the higher speed engines. Taking 
the most extreme cases that we have 
information on—the Ford and the Essex 
—we find that Ford peaks at 1600 r.p.m. 
and has a 4-in. stroke, while the maxi- 
mum speed of the Essex engine is 4000 
r.p.m. and it has a 4%-in. stroke. Con- 
sequently, you will appreciate that the 
bore and stroke alone are no indication 
of what an engine will do. 

Is it not the case that at normal engine 
speed the spark occurs just before the pis- 
ton reaches top center and it is a fact that the 
Willys-Knight engine fires well after the pis- 
ton is on the downward stroke? 


You are correct that the spark should 
take place before the piston reaches 
top dead center when the engine is in 
normal service. The four-cylinder 
Willys-Knight should be timed so that 
with the breaker box in the fully ad- 
vanced position, the interrupter points 
open and the spark is delivered 37 deg. 
before the piston reaches top dead cen- 
ter. On the six-cylinder Willys-Knight 
the ignition should be so timed that with 
the breaker box in the fully advanced 
position, the interrupter points should 
open 8 deg. before top dead center. We 
agree with you that the engine may 
fire well on a retarded spark, but you 
will experience overheating and lack 
of power when the engine is so timed. 


What is the maximum r.p.m. of the 
Whippet Four engine? 


The Whippet Four engine develops 30 
brake hp. at 2800 r.p.m. but we could 
not say what the maximum speed would 
be without load. 

With the Whippet Four equipped with 

28 by 4.75 tires, won’t there be a slight in- 








crease in speed if these are replaced by 29 
by 4.40 tires? Also, don’t the 29 by 5.25 
tires have exactly the same circumference as 
the 29 by 4.40 tires of the same make? 
Theoretically you would have a 1/28 
increase in speed by changing tires 
from 28 to 29 in. diameter. Actually 
this would be so slight that you prob- 
ably would not be able to detect it. A 
29 x 4.40 tire has exactly the same cir- 
cumference as a 29x 5.25 tire. 
What is meant by piston displacement? 
Is it the combined sum of the total volume 
of all the cylinders, or is it the volume of 
the cylinders as the engine stands with part 
of the pistons up and part downP 
The piston displacement of an engine 
means the total amount of displacement 
of all pistons. The way to figure this 
is to square the bore, multiply this by 
.7854. This will give us the area of 
the cylinder. Multiplying this by the 
stroke of the engine will give the total 
displacement of one cylinder. Then 
multiplying this figure by the number 
of cylinders in the engine will give the 
total displacement for the entire engine. 


Rear Bearing Oil Leak 


I have a model 654, 1924 Oakland that has 
an oil leak at the rear main bearing. Please 
let me know how to cure this.—J. & R. Auto 
Electric, Kennore, Ohio. 


O correct this trouble we would 

suggest that you install an entire 
new rear main bearing. It is not nec- 
essary to remove the engine to do this, 
but all you have to do is to remove the 
rear main bearing cap and then drop 
the front and center main bearing caps 
and loosen up the cap screws around 
the clutch bell housing. This will give 
you sufficient clearance so that you can 
work out the old upper bearing liner 
and install a new one. We are showing 
an illustration of this lubricating sys- 
tem and you will see how looseness in 
the rear main bearings would permit 
oil to work out and fill up the slinger 
groove and run out of the rear main 
bearings. 












































































Essex Six Generator Over- 
heats 


' I have a 1925 Essex ear which has given 
me good service, but recently I discovered 
that new brushes were needed as the old 
ones were almost worn out. I disconnected the 
generator, took out the armature, turned down 
the commutator, tested the armature shaft 
and found that it ran true. 

Then I put in new brushes, carefully sand- 
ed them with fine sandpaper so that they 
conformed perfectly to the radius of the 
commutator. The armature and field coils were 
tested with a volt meter and both seemed 
to be free from grounds. The bearings are 
in good condition. Before I put in new 
brushes the generator began to charge at a 
speed of approximately 7 to 10 miles an hour 
and attained a maximum charging rate of 
from 12 to 16 amp. at from 20 to 30 miles 
an hour. At higher speed this rate reduced 
somewhat. Now I have to reach a speed of 
25 miles an hour before the ammeter shows 
any charge at all, and it never goes over 10 
amp. regardless of the speed of the car. This 
is during the day and with the lights on, the 
ammeter shows zero. 

I was under the impression that the cut-out 
would cut in too late, so I tried to locate that 
instrument, but I find that the 1925 Essex 
has no cut-out, neither has it a thermostatic 
control, but is equipped with the usual third 
brush for regulation. I have shifted this 
third brush ahead a little at a time to in- 
crease the charging rate, but I find that it 
does not affect it at all. 

The generator does not seem to be a re- 
verse series one, at least the field coils do 
not look like it. The generator heats up 
when driving for any length of time. This is 
something it never did before. 

Kindly send me a sketch of the electrical 
circuit of this car and of the circuit in the 
generator.—S. E. Peterson, 1617 Ninth Ave., 
Rockford, II. 


E are showing the wiring of this 

car and you will find that no cut- 
out was included in the original equip- 
ment. When the ignition switch is 
turned on, the circuit is completed be- 
tween the generator and the battery 
by way of the ammeter as shown. 

In view of the fact that your genera- 
tor was evidently O.K. before you in- 
stalled new brushes, we are inclined 
to believe that the field winding and the 
winding of the armature are O.K. This 
is a regular third-brush regulated ma- 
chine and moving the third brush in the 
direction of rotation should increase 
the output, while moving it against the 
direction of rotation should reduce the 
output. 

Overheating and failure to regulate, 
together with the fact that the output 
of this machine is low, would seem to 
indicate that you have either high re- 
sistance in your new brushes, that is, 
you have brushes which are not suited 
for this use and which may have been 
made by someone other than the orig- 
inal manufacturer of this equipment, 
or else that you have partial shorts be- 
tween the commutator segments of 
your armature. This sometimes occurs 
when a commutator is turned down and 
the lathe tool is not sharp enough. Con- 
sequently the copper is smeared or pull- 
ed from one segment to another, with 





Motor Age 


JREADERS’ CLEARING HOUSE} - 





























(UU 


IGNITION COIL 
























GENERATOR 7 








th 
“y ; 

















DIMMER RESISTANCE 


LIGHTING AND 

















the result that shorts are developed. 
Of course, under-cutting should clear 
this up but as the lathe tool is some- 
times brought up against the end of the 
commutator, resulting in tearing of the 
copper at this place, under-cutting 
would not clear that up. We would 
suggest that you have this armature 
tested on a regular growler, in order 
to be sure that there are no shorts in 
it. Possibly you can look very closely 
from segment to segment to see if there 
is any short in the commutator. 

If it were not for the fact that the 
two main brushes cannot be shifted, we 
would suspect that the main brushes 
were off neutral. In other words, with 
the third brush raised so that no cur- 
rent is flowing through the field wind- 
ing, and with a storage battery in series 
with the generator, the armature should 
not rotate. If it is found that with 
only these two brushes in contact, the 
armature rotates, it indicates that the 
main brushes are off of the neutral set- 
ting. To correct this, the brushes 
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should be shifted against the direction 

in which the armature rotates until the 

armature will not start up of its own 

accord and run when battery current is 

applied to the generator. However, ( 
this general principle could hardly be 

applied to the generator which you 

have, because of the fact that the brush 

holder is not movable. 

If the suggestions given do not cor- 
rect your difficulty, look for a loose con- 
nection in the field circuit, as that could 
also be regponsible for the difficulty you 
are having. 

When tried out on the test stand, the 
Essex generator, which is a Bosch Type 
1048, should check as follows: 


Cold Test Hot Test 
Amp. R.P.M. Amp. R.P.M. 
0 500 0 600 
7 800 4 800 
12 1200 8.5 1200 
13.5 1600 10 1600 
12.8 2000 9.5 2000 
9 3000 6.5 3009 
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The Lights Have Their 
Ups and Downs 


I have a 1923 light six Studebaker that 
has light trouble. When the engine is 
started on this car the headlights are dim 
and the dash light flickers. When the engine 
is speeded up the lights brighten, but as soon 
as the engine slows down the lights go down. 
The battery tests at 2850. I have resolder- 
ed all battery terminals and tightened all 
connections under the dash and on the gen- 
erator. Can you help me out on this P—Ir- 
win B. Schlosser, 1432 W. Seventy-third St., 
Chicago, Ill. 


E are showing the wiring of this 

car and are going to tell you how 
to test to find out where the trouble is. 
Take a volt meter that has a scale 
that does not read over 3 volts. With 
the engine running so that your lights 
are bright, make the following test. It 
is well to have the volt meter equipped 
with pointed test prods and if a reading 
is obtained, the connections should be 
removed, cleaned and tightened. The 
first test is between the positive bat- 
tery terminal and the frame of the car. 
Any reading here will indicate either 
corrosion under the battery terminal, 
or rust or enamel under the connection 
between the cable and the frame. An- 
other possibility is looseness of the ca- 
ble in the terminal. 

In like manner test from the center 
of the negative battery post to the 
starting switch terminal. Here again 
any reading indicates bad connections. 
With one test prod on the starter ter- 
minal, place the other one on the am- 
meter terminal and here you may find 
a reading of as high as 1/10 volt. This 
may be merely drop in the wiring. Now 
test from terminal to terminal on the 
ammeter and if any reading is indicat- 
ed, the ammeter should be replaced or 
repaired, as it indicates a loose con- 
nection on the inside of it, which is 
throwing electrical pressure across the 
volt meter. 
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In the same manner test from the 
ammeter to the terminal of the genera- 
tor relay and then from the relay to 
the generator itself. With the volt 
meter reading a little higher, namely 
around 7% volts, try the voltage from 
the negative terminal of the battery to 
the frame and also from the generator 
terminal to the frame. If there is a 
difference as great as one volt, it in- 
dicates that you have not found the bad 
connection on the previous test, or else 
the wiring between the generator and 
the battery is too small and has too 
high resistance. 





Curing Grease Leak on 
Gardner 


I am having trouble keeping grease from 
leaking out of the rear main bearing of a 
four-cylinder 1923 Gardner. I have tried 
putting in many different kinds of felt, but 
they do not overcome the trouble. Do you 
know of a remedy for thisP I am enclosing 
two stamps for your answer.—Yampa Val- 
ley Garage, Yampa, Colo. 


HE regular felt washer equipment 

in this car is felt No. G-428 with re- 
tainer G-427. These parts are obtaina- 
ble at any Gardner agency. If you 
have used these and they do not cure 
your trouble, you can get a special 
grease washer which is called “G-1072, 
rear axle main tube inner felt washer 
and retainer assembly.” We are ad- 
vised that the installation of this spe- 
cial grease washer will overcome your 
trouble. 


Adjusting Fuller Clutch 


I would like to have instructions on the 
adjustment of the Fuller clutch on the Trans- 
port truck.—William O. Marshall, Box 564, 
Albia, Iowa. 


N° adjustment is required on the 
Fuller clutch except adjustment of 
the clutch pedal to compensate for wear. 
The springs in the clutch are long and 
automatically take up all wear on the 
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plate. If your clutch pedal goes down 
without releasing the clutch before 
striking the floor, it will be necessary 
to free the clutch pedal up on the clutch 
shaft and after having turned the 
shaft ahead, tighten the clutch pedal on 
the shaft again. There is, of course, 
a possibility that the clutch is entire- 
ly worn out, in which event it would 
have to be torn down and new plates 
installed or the old plates relined. 





Siopping a Pontiac Oil Leak 


I have been trying to stop an oil leak out 
of the front end of a Pontiac car, but as 
yet have been unsuccessful. This throws 
oil out of the crankshaft hole in the chain 
cover so badly that the whole engine is cov- 
ered with it. I have had the front end down 
three times without any success. The first 
two times I tried different positions of the 
oil-throw ring and it did not help. The gas- 
ket is good and the cover is drawn up oil 
tight, but oil comes out around the crank- 
shaft. The third time I plugged up with 
solder the two holes in feed pipe to the 
chain and drilled only one No. 60 hole in 
them. This didn’t do any good at all. Please 
let me know as soon as possible what can 
be done in this case before my customer 
loses all of his patience.—Lindgren & New- 


berg, 426 S. Chambers St., Galesburg, Ill. 


| by sounds very much as though the 
oil return hole from the timing chain 
compartment to the crankcase is plug- 
ged up. This hole is behind the cam 
gear and may be covered with the tim- 
ing gear cover gasket. To check up on 
this pull the cam gear and check to 
see that the gasket is not covering this 
hole. Another possibility is that the 
screen in the breather is clogged up 
and the breathing action of the engine 
is carried on through the crankshaft 
hole in the timing gear cover, instead 
of through the breather pipe. 





Oil Leak at Generator Shaft 


One of our customers has a 1923 Essex 
which leaks oil around the shaft that drives 
the generator. I have had the cover off 
that is supposed to catch this oil. The hole 
that returns the oil to the crankcase is open. 
Is there a way to stop this leak ?—Foster M. 
Hummel, 346 Glen Ave., Bloomsburg, Pa. 


E took your problem up with the 
factory branch of the Hudson Mo- 
tor Car Co. They were unable to deter- 
mine whether your car was a four or 
six-cylinder model and that makes quite 
a difference. In writing to us it is al- 
ways to your advantage to give as 
much information as possible. 
Assuming that this is a six-cylinder 
model your problem is due to a broken 
gasket under the chain adjusting cover. 
On the four-cylinder model the trouble 
would be due to a plugged oil hole. As 
you say the oil return drain hole is 
clear, this evidently cannot be the cause 
of your trouble. However, we would 
suggest that you check once more to 
be sure that this hole is not only open 
but absolutely clear of any slimy de- 
posit from old oil, as that would retard 
the return flow from the oil compart- 
ment. 
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Electric Cigar Lighter 


6 ie All-States electric cigar lighter 
is made by the All-States Electric 
Mfg. Co., 1639 N. Cicero Ave., Chicago. 
It comes complete ready to install, in 
an attractive package, and lists at 
$2.50. The method of installation as 
given by the manufacturer is first, con- 




















nect the wire to the clamp socket; sec- 
ond, screw the clamp on the bottom edge 
of the instrument board at the most 
convenient place; third, connect the end 
of the wire to the live side of switch; 
then put lighter head into socket, as 
though it were a lamp. To use, press 
for one or two seconds and it will come 
red hot, after which it may be pulled 
out to light the cigar or cigarette. Ex- 
tra heating elements are available. 

This item comes packed in cartons of 
10 and the cover is an attractive display 
for the dealer’s counter. 





Chain Fasteners 


HIS is a device used to connect a 

cross chain to the side chain with- 
out the use of tools. It permits remov- 
ing a worn cross chain and mounting a 
new one in a few moments. It is made 
of two bars pivoted together as shown 
in the illustration. These are heavily 
Sherardized making them rust-proof 


























and minimizing risk of binding or seiz- 
ing when opened. One end of the fast- 


ener locks the other. These are made 
only in four sizes but are so designed 
as to fit every standard make and size 
of tire chain. One end of the fastener 
being formed at an angle which just 
matches the twist of the links, allows 
the cross chain to rest on the tire in a 
natural fiat position and avoids twist- 
ing stresses on the fastener and side 
chain. The fastener has a large flat 
bearing on the side link which is said 
to prevent excessive wear on the side 
chain. 

List prices from 10 cents to 25 cents 
per pair, the latter being for trucks and 
buses. Packed in’ bulk. A _ standard 
package contains 100 pairs. Manufac- 
tured by James C. Doran & Sons, Doran 
Bldg., Providence, R. I. 





Automatic Bearing 


4+ Adjustable Bearing Co., Inc., 
Dept. 410, 405 Virginia Ave., In- 
dianapolis, Ind., is offering an auto- 
matic bearing cap for the correction of 
Ford crankshaft endplay. This device, 
called the C-A automatic, employs the 


NOTE THE 
“AUTOMATIC 






5 WEDGE 
ADJUSTMENT 


NORMAL of EXPANDED 


action of a wedge in an extremely 
simple and efficient manner, automat- 
ically correcting crankshaft endplay 
the instant it develops, according to 
manufacturer’s statement, which also 
says, that action is positive. List price 
$2.50. 





Duro Gloss Products 


NE of the latest additions to the 

Duro Gloss line made by the J. C. 
Haartz Co. of New Haven, Conn., is 
the Duro Gloss top patching outfit. 
This material consists of a self-cement- 
ing patch, size 4x18 in. and selling to 
consumers at 50 cents while the shop 
size of 6x30 in. sells for $1. 

In addition the Duro Gloss line in- 
cludes spraying lacquers, sanding sur- 
facers, primers, thinners, striping colors 
and rubbing plates. 


AC Oil Filter 


For the purpose of equipping those 
cars that have no oil filters as standard 
equipment the AC Spark Plug Co., 
of Flint, Mich., has brought out its No. 
1377 filter. This is supplied complete 
with all fittings and can be readily ap- 
plied to any car with oil pressure of 
10 lb. or more. 





Pyrene Extinguisher 

HE 2-gal. Py- 

rene hand 
pump extinguisher 
is designed espe- 
cially to meet emer- 
gency conditions 
where it is neces- 
sary to have a fire 
extinguisher of this 
capacity for fight- 
ing such fires as 
electric arcs, gaso- 
line, kerosene, 
grease, varnish, 
etc. It is made of 
two units, a power- 
ful hand - operated 
double-acting liquid 
pump and a con- 
tainer of 2-gal. 
liquid capacity. The 
pump is made of 
seamless drawn 
brass tubing and 
cast brass pump 
head and handle. It is capable of 
ejecting a continuous stream from the 
nozzle of 3/32 in. bore for approxi- 
mately 40 ft. The retail price is $45. 
This is made by Pyrene Mfg. Co., 560 
Belmont Ave., Newark, N. J. 


Mack’s Shutters 
maces shutters are uniquely con- 
structed to give positive action 
regardless of weather conditions. As 
they open inward, ice cannot block 
them. Ease of installation and perma- 
nence of this item are two important 











points, also. Control from the dash is 
positive and the shutters are said to be 
absolutely free from rattles. The Chev- 
rolet and Ford models sell for $6, while 
other models cost $10, except the Stude- 
baker type, which is $12.50. This shut- 
ter is made by J. C. McAdams (©o,, 
Long Island City, N. Y. 
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Brake Lining 


TLAS ASBESTOS CO., North 
Wales, Pa., is now supplying its 
package brake linings for cars other 
than Fords, packages being available 
for practically all popular makes of 
cars. This lining is cut to proper length 
and securely packed with necessary 
rivets in an attractive Scotch plaid box. 

















This lining is guaranteed to be of 
superior design, quality and fabrication, 
only the choicest of raw materials being 
used in its construction. These are 
selected long fibre asbestos which is 
spun into yarn and interwoven with 
high-test brass wire. The impregnating 
solution renders it free from the action 
of gasoline, oil, grease, dirt, etc., ac- 
cording to the maker’s statement. 

Attractive shelf and window displays 
of brake linings may be made with 
these packages. List price ranges at 
$2.85 upward. 





Metallic Packing 


Tus is a metallic pump packing now 
available in spools for replacement 
service, manufactured by Crane Pack- 








ing Co., 1800 Tyler Ave., Chicago. The 
manufacturer styles this item as No. 
112 and this one style repacks any auto- 
motive pump in this manner: 

A few turns are wound on the rod 
and cut off with a knife. These turns 
are then compressed to the packing nut 
and the nut is backed off. A few more 
turns are applied in the same manner, 
compression with the nut making it a 
one-piece resilient packing that presents 
a non-frictional face. This packing is 
¥-in. in size, and in case of a wide 
packing space is wound in as many lay- 
ers as necessary. “John Crane” style 
No. 112 packing is made of non-fric- 
tional babbitt foil wound spirally about 
a resilient core. Babbitt being a non- 
abrasive metal presents practically a 
non-frictional surface to the shaft. It 
does not cut or score the pump rod and 
insures a tight pump. 

The packing is manufactured in four 
units: The garage package is a 40-ft. 
spool; the Junior package is a 15-ft. 
spool; the car owners’ package is a 5-ft. 
spool and there is a small midget pack- 
age, containing 2% ft. 


C-R Spark Plugs 

6 Bows. plug has the Carl Rentz pat- 

ented feature which is designed to 
increase voltage. This is placed at the 
top of the porcelain under the bronze 
metal cap. This feature is said to mul- 
tiply the effect of the spark at the firing 
points, thus giving a quick, hot spark, 
assuring complete combustion with a 









low gravity gas mixture, and burning 
surplus oil which helps to eliminate 
fouling of the plugs. The firing points 
are said to be of 98 per cent nickel 
alloy to withstand heat and produce 
long wear. No. 775 porcelain is used. 
List Ford type O, 60 cents, other types, 
75 cents. The manufacturer, C-R Spark 


Plug Co., 555-7 Marietta St., Atlanta, 
states that every C-R spark plug is 
guaranteed. 





Radiator Cap 
HIS Whitehouse Ideal radiator cap 
is made of polished nickel and pos- 
sesses quick-filling feature. It is equip- 
ped with a lock to hold the Moto Meter. 

















It is so made as to be perfectly rust- 
proof and theft-proof. It is attached 
by means of a set screw lock. Avail- 
able for all cars, either in the Junior 
size, which lists at $2, or the Senior 
size which lists at $2.50. 

Manufactured by Whitehouse Mfg. 
Co., Newark, N. J. 





Victorite Folderbox 


HE Victorite Folderbox, put out by 

the Victor Mfg. & Gasket Co., 
Hearst Sq., Chicago, is designed for 
keeping Victorite gaskets in a handy, 
convenient showcase. It preserves the 
gaskets from dust, dirt and the wear 
and tear of unnecessary handling. It 
keeps the gaskets flat, even and always 
ready for instant use. 

It is a neat, attractive, substantially 
constructed fiber box, size 35 x 3% x 





12% in., containing a small assortment 
of standard fast-selling oil-pan gaskets, 
each style of gasket being enclosed in 
a large, stiff, tough sealed envelope, 
each envelope properly marked so that 
you can immediately locate the particu- 
lar gasket you want, instantly. The 
Folderbox is indexed, hinged and is 
furnished complete with cover. It 
makes a pleasing appearance and is 
adapted to various assortments of fast- 
selling Victorite gaskets. Furnished 
without charge. 
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Test Bench 


LMOST universal in its application 

to testing, measuring and checking 
automotive parts, the new Ames test 
bench, equipped with magnetized gage 
mounting, finds scores of uses about the 
shop. As a bearing tester it finds one 
of its most useful applications. It will 
show the exact amount of wear in motor 
bearing assemblies, without taking the 
motor down. This is accomplished by 
setting up the magnetic gage mount on 
top of the cylinder block with the gage 
point touching the piston head. By 
means of a suction cup and handle the 
piston is moved up and down and the 
wear in the bearings, in thousandths, is 
shown by the movement of the gage 
pointer. This eliminates all “guess- 
work,” and shows the need of recon- 


ditioning. Piston “slap” can be shown 
by mounting the gage at the side of 
the piston and moving the piston head 
sideways by pressure of the thumbs. 
Thus the entire piston and valve as- 
sembly can be checked each time a 
motor head is taken off for removing 
carbon, grinding valves or for any other 
purpose. When the motor is taken 
down each part of the piston, valve and 
crankshaft assembly is placed on the 
test bench and measured, tested and 
checked before and after refinishing. 


The test bench is equipped with ground 
vise, V-blocks, 


surfaces and planes, 


are two important features of the new 
gage. The simple application of the 
magnetic gage mount to various parts 
of gear assemblies and housings shows 
up the least bit of play and indicates 


the exact amount of adjustment neces- 


sary. 

The price of the complete testing out- 
fit is $30. Made by B. C. Ames Co., 
Waltham, Mass. 





Service Jack 


6 ten Elite Manufacturing Co., Ash- 
land, Ohio, recently has added a 
quick acting, easily manipulated “curb 
jack,” known as No. 85 service jack. 
Has 1-ton capacity and a raise of 9 in. 


aS 





Handle is 4 ft. long for use under cars 
with large truks and spares and bump- 
ers on the rear. It is built with a very 


short stroke and adapted to any style 


and size of tire. Built throughout of 
malleable iron and steel, thus assuring 
long life and ability to withstand the 
hard usage which a jack of this type 
receives. 





Power Driven Wrecker 


Powe for the operation of the 
Holmes heavy-duty wrecker is trans- 
mitted to the service drums through the 
transmission take-off of the truck on 
which the wrecker is mounted. It is 
equipped with triple control levers to 
enable operation either from the ground 
or the driver’s seat. Either service line 
may be operated separately or together, 
and when not under load, either service 
drum may be instantly disengaged to 
permit the free pay-out or rewinding 
of the service lines. 

Framework is heavy structural steel, 
bolted, braced and adequately rein- 
forced to resist strain from any angle. 
Both the booms and the stiff-legs may 
be readily shortened or longer ones pro- 
vided to accommodate mounting condi- 
tions. The stiff-legs are practically uni- 
versal and may be easily attached to 





thickness gage, surface gage and extra @# 


points. 


The magnetic gage mount has many «4 Sob 
Rear end and gear “= 
assembly checking and flywheel testing 


other applications. 
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the truck frame by bolting or welding, 


The Latest in Equipment for 


and mounted forward, as illustrated, 
allow an unobstructed loading platform. 
The heavy tubular outrigger legs are 
provided with heavy steel shoes, and 
transfer all lifting strain direct to the 
road. The booms may be locked to- 
gether at the rear of the truck or dis- 
connected and carried flat on each side 
of the body. Both booms are adjustable 
for height and may be operated either 
separately or together. 

Either or both service drums may be 
quickly removed and replaced by hori- 
zontal capstans, permitting the use of 
rope and snatch block for various com- 
mercial jobs. Each drum is fitted with 
200 ft. of flexible steel cable, which can 
be used singly on all ordinary loads or 
double for heavy work. Capacity is 
10,000 lb. on each service line and the 
entire equipment weighs approximately 
2000 lb. 

Manufactured by Ernst Holmes Co., 
Chattanooga, Tenn. 





“ Universal Auto-Lift 


} pw Holmes universal Auto-Lift was 
designed especially for speeding up 
repairs, washing, polishing, lubrication 
and all service operations. It is shipped 
completely assembled with only the 
guide rails detached. Cars are raised 
by front and rear axles. The Holmes 
has a maximum height of 4 ft. 10 in. 
and can be raised or lowered instantly 





to any height for ideal working condi- 


tion. The height of lift when down is 
only 7% in. The lifting cradle is of 
sufficient length to receive all wheelbase 
passenger cars. It is rigid in all postl- 
tions. Lifting members emerge from 
the base of the lift forming vertical 
columns. | 

The Holmes is operated entirely by 
its own self-contained electric motor. 
Safety stops, for both up and down posl- 
tions, have been provided to operate a 
special breaker switch in the motor 


t box. The entire mechanism of the unit 


is completely covered and _ protected 
from dirt, and as there are no oil reser- 
voirs or packing glands, the operation 


M@® of the unit is not affected by weather 


or the possible failure of an overloaded 
or inefficient air compressor. 









\} 


1| 














ig 





November 24, 1927 








the Automotive Service Shop 


—_- 





aa" 





“Touch-Up” Airbrush 


A NEW type of Paasche airbrush has 
been perfected by the company and 
is now on the market. It is known as 
the touch-up airbrush and has been 
designed for touching up scarred or 
weakened finishes in the automotive and 
other industries. 

The new brush has the same multiple 
head triple action characteristics as the 
other produets in this line previously 
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described and is said by the company 
to be especially effective in blending, 
stippling, stenciling, veiling and tint- 
ing. 

The new brush has thumb, finger or 
hand control and produces any width 
of line from a hair to a fan spray. 
Paasche Airbrush Co. is located at 1909 
Diversey Parkway, Chicago, Ill. List 
price is $20. 





Steam-Electric Vulcanizer 


()8DERS are now being taken 

through regular jobbing channels 
for the new Shaler steam-electric tube 
vuleanizer, the latest product of the 
Shaler Co., Waupun, Wis. This new 
vuleanizer, designed to vulcanize tubes 
by steam heat, is ideal for handling 
repairs which are too large to be made 
with Shaler patch and heat units. It 


is said to have a number of decided 
advantages, one of which is an im- 
proved type of electric heater, developed 
by Shaler vulcanizing engineers and 
electric heating engineers specializing 
in the application of electric heat. 


The resistance wire is flat ribbon 
nichrome wound on full sheet mica and 
enclosed top and bottom between sheets 
of the same perfect insulation and the 
whole assembly enclosed in a sheet steel 
envelope. 


Other advantages include a specially 
designed gage which accurately controls 
the temperature. The attachment plug 
may be connected in the morning and 
in five minutes the vulcanizer is up to 
heat. After that the current is cut 
off automatically and comes on again 
in the same way without further at- 
tention. 


The flat steam boiler (the curing 
plate) under which the electric heater 
is clamped, holds the heat, so that cur- 
rent is needed only 15 per cent of the 
time, or about one or one and one-half 
hours during a 10-hour day, making 
the vulcanizer economical to use and the 
company states it costs less than a 
cent and a half per hour to use. 


This vulcanizer, which may be con- 
nected to ordinary lighting circuits is 
of the bench type and is suitable for 
repairing two tubes at one time or a 
long slit by placing the tube lengthwise 
over the 10-in. by 3%-in. curing surface. 





Adjustable Repair Stands 


Two adjustable repair stands are 
offered by the Elite Manufacturing 
Co., Ashland, Ohio, known respectively 
as Nos. 95 and 98. No. 95 is a stand 
made of angle iron with a rack bar of 
malleable iron. No. 98 is malleable iron 
throughout. The dog is gravity con- 
trolled, which does away with all 
springs. When the bar is pulled up to 


the desired height, the dog automati- 
cally drops into position. To lower, the 
toe is touched to the latch and the bar 
drops. 
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Jumbo Car Washer 


UMBO ear washers are made in a 
number of sizes and. styles. The 
Jumbo Hydro-Spra car washer is offer- 
ed in one and two-gun models at $295 
and $375 respectively. The Jumbo 


Master Spray-Mist washer is also avail- 
able in one and two-gun sizes at $695 
and $750. There is an extra charge for 














motors with special windings. The 
Jumbo Junior Spray-Mist washer is 
made especially for the smaller ser- 
vice station and sells at $525. These 
are all fully described in an interest- 
ing catalog by the Price-Hollister Co., 
Rockford, Il. 


Chain Hoist 


HIS new hoist is constructed on the 

same gyrating yoke principle that 
is to be found in the previous cyclone 
model hoist manufactured by the Chis- 
holm-Moore Mfg. Co., Cleveland, Ohio. 
New engineering improvements, how- 
ever, give the new hoist a working effi- 
ciency claimed by the manufacturer to 
be 90 per cent as against 80 per cent 
for the previous cyclone models and, 
according to statements of 
the company, a length of 
life, without repairs, con- 
siderably longer than that 
of their old model. In a 
series of rigidly conducted 
tests, the new model was 
operated continuously for a 
period of 320 hours. Among 
the changes are the anti- 
friction bearings at every 
rotating point. Altogether 
eight ball bearings and four 
roller bearings and Timken 


























thrust roller bearing in the 
lower swivel hook. A most 
important change was made in the four 
eccentric roller bearings. . These are 
built in one complete unit which does 
away entirely with the loose rollers. 
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Ducky Scott Says— 
OPEKA, KAN.—I notice you have 
published a few letters from read- 
ers who desire some real racing news. 
No doubt these are voicing the desires 
of a larger number of readers than you 
think. My suggestion is that more fans 
write in and give you an idea of the 
interest in auto racing. 

Personally, I think you are all wet 
in regards to dirt track racing and car 
building. I would say the dirt track 


car builders, drivers, and those inter- ; 


ested in the races have the speedway 
boys outnumbered 100 to 1, yet you 
never give them consideration. A good 


. thing for-the readers interested in rac- 


ing is, to my idea, to have a section in 
which questions may be answered by 
those who know and have had experi- 














ence, if yotishave no one capable on 
your staff.-.-- 

‘I have been in the racing game for 
a number. of years and am sorry to 
say I’m plenty dumb about racing cars 
‘and would certainly like to have some 
of the knowledge possessed by your 
readers.—Ducky Scott. 





Dandy, Says Landy 
ATERSON, N. J.—I sure do enjoy 
reading. your Clearing House De- 

partment. I also follow your sugges- 
tions to readers on garage plans, and 
think them very good.—F'red H. Landy. 


A Wow and a Wiz 
ADISON, WIS.—MorTor AGE is a 
wow from cover to cover. Your 

staff is unexcelled.—W. J. Steuber. 








Four Fine Years 
ACO, TEX.—I have been reading 
Motor AGE for about four years 
and I think it a very fine publication.— 
Fritz Glanz. 





Which Means— 
ELLOWS FALLS, VT.—We are not 
“most” interested in any special 

feature.—Willard’s Garage. 














ETTERS to the _ editor from 
those whose “attention has 
been called”; from those who point 
with pride and those who view with 
alarm, from those who are easy to 
please and those who are hard to 
please; from those who are happy 
when they find a good thing and 
those who are happier when they 
find something they consider not so 
good; from those who boost and 
those who knock; from those who 
see the doughnut and those who see 
the hole; in other words, Dear Sub- 
scriber, from you and you and you— 
as well as from the man who bor- 
rows your copy of Moror AGE or 
reads it over your shoulder. 




















Superlative Recognition 


LIVIA, MINN.—It is the best mo- 
tor magazine I’ve read.—Wm. G. 
Clause. 





He’s Different 
RANKFORT, IND.—I am _inter- 
ested in the used car and painting 

departments in Motor AGE.—M. M. 
Neher. 





Specifically Specifications 
HILADELPHIA, PA.—I find your 
new car data and specifications most 


 interesting.—Walter J. Lightfoot. 





They Declare for Repair 
IMERSBURG, PA.—We like to 
read about the repairing and truck 

sales.—D. Scott Hoover Motor Co. 





M. A. is All Important 


ILLISTON, N. D.—We like all 
departments of Motor AGE.— 
Monroe Bros. 





Better’n Ever 
TTAWA, KANS.—What feature 
of Motor AGE do we like most? 
The all of it! It’s better than ever.— 
Ramey’s Garage. 





We Meet Our Affinity 


AGLEVILLE, MO.—We are lovers 
of the Motor AGE.—Hawkins 
Garage. 

















Week by Week, We Get 
Better and Better 
ORTLAND, ORE.—We have been 
watching your garage plans each 
week and take a great interest in them. 
Motor AGE is getting better each week. 


What will it be 10 years from now?— 
Auto Re-Building Co. 


We'd Hate to Lose You 


ENRYETTA, OKLA.—I have been 

taking this magazine for some 
time and I would be lost without it.— 
J. W. Schenck. 


“We Done It’ 


OSTON, MASS.—I have been read- 
ing Motor AGE for the past year 
and can truthfully say that I get a lot 




















of good from it, and have noticed a de- 
cided change for the better in the last 
six months.—Geo. H. Jenkins. 


Looks Good? It IS Good_ 


( UHICAGO—Have just received my 
copy of Motor Acer. It looks good 
this week—as usual.—G. S. N. 


We Have the Goods 


LY, MINN.—Have been reading the 
Motor AGE for many years and 
find it very good.—John Koshak, J. 


Who Can Tell? 
OS ANGELES, CAL.—In_ looking 
over the column headed “What's 
Coming in Motordom” I fail to find 
mention of the new Ford.—C. V. Elliott. 


Or Without Within | 
HICAGO, ILL.—This magazine 1s 
wonderful and cannot be done 

without.—R. G. Nova. 

















Plays No Favorites 
REENVILLE, ILL.—We have 0 
favorite department in MOoTOR 

Ace. We like all of them.—Dvxron 
Motor Car Co., Ine. 
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Prices, Weights and Equipment of Current Passenger Car Models 










































































































































































| on be 
—e Passengers et | Passengers mee Passengers , alsa ; 
an : Mel £/S%) Standard | an s . 5 22 Standard 3 Ss 5 23 = | 
; Model os slas Equipment | Model re ins Equipment ode aan alas quip | 
Important Changes in — |} —— — | 
’ " ; a + ER “52” DODGE BROS. 
Specifications and Price ||| 3° gr? 'sedan. || 1925 | i Se... $ 750) 4|2130\ar aa" . 
‘ ‘ 7p. Sedan........ 1995 || 24p. Roadster....| 725) 2 2075 ar Sp. Teoma re 795 4 ao as 
Tables since last issue. | 2p. — Coupe .. LL. 2 2205 ar > ag ee SER = ae 
'| Bp. Sedan... 795) 4/2375|ar Sp. Sp, Tooring..| 868) 420091Des 
+ 66 ” || 2-4p. DeL. Coupe. 95}. . +2528 ‘ 
Chrysler Imperial “80 || Gp. De L. Sedan..| 875) 4|2375labr Sp. Solan.---..| $75) 42600) Ache 
95 . e | “62” 2p. Coupe... aeees 855) 2 2428 Aehrt 
1928 or and | So. Touring Pit an 1095 ‘ 2740 aghnr om Rdstr... . 955| 2/2463/ Behr 
| 2-4p. Roadster.. . . 5 2/2705\aeghnrw **Senior 
— — CADILLAC “341” tay on Coupe.. .| 1125}. ./2780)aghnr 4p Cab. Rdstr.... = 2 3353 : poe 
isher” | 5p. Sedan re 1145. 2 2855 aghnr 5p. Sedan........ Lo - : ; 
2-4p. Roadster. . .|$3340 5p. Sedan........ 1245: 4 2905! aghnr 5p. Sedan eer an dae omnes 
ELCAR 5p. Phaeton...... 3450 2-4p. Coupe...... 1245} 2/2820\aghaor 4p Coupe........ ehmnrtx 
5p. Sp. Phaeton. .; 3950 5p. Land. Sedan. .} 1295]. ./2940|aghnr 
Price Reductions oe te: _— an PONT “E”" 
2-4p. Conv. Coupe} 3495 2-4p. Roadster....| 1495} 2 3005 aeghmnrwx 4p. Roadster. .... = ¥ - a a 
5p. Coupe....... 3495 2-4p. Sp. Rdstr...} 1525) .. 3005 'aeghmnrwx 5p. Touring = a 4 at oe mars 
NASH ‘“‘Advanced’”’ 5p. Sedan........ 3595 4p. Coune........ 1595) 2/3160 aghmnrux 4p. Coupe....... ree SB pes mama 
5p. Town Sedan..| 3395 2-4p. Coupe...... 1945) 2/3130 aghmnrx 5p. Sedan. See ag Seaal alana a B ; we - 
. 7p. Sedan........ 3695 :| 5p. Roy. Sedan... 1595) 4/3225 aghmnortx 5p. Con. Sedan. .. 4 Bfghikmnpr 
Adds New Imperial 5p. Imp. Sedan...| 3745 '| 5p. C.C. Sedan... 1595). .|3240 aghjmnrux x 
7p. Imp. Sedan.. .!| 3895 2-4p. Con't Coupe! 1745) 23100 aghmnrx 
Sedan 5p. Imperial Cab.| 3745 5p. Crown Sedan..| 1745| 4/3235!aghmnortx on 
7p. Imperial Cab.| 3895 7 ELCAR “6-70 
“Fleetwood’’. . Imp. “89 . 5-7p. Touring. . .. 
é6 9 5p. Sedan....... 4095 2-4p. Roadster... .| 2795)..|... .|aeghlmnrwx 4p. Land. Rdstr. . 
ROAMER 8-78 5p. Sedan Cab...| 4095 5p. Sedan........ 2 45)..)... .jacghlmnorx 4p. Brougham. - 
7p. Sedan....... 4195 7p. amen pas ye * oe nn < ee 5p. ee: apis 
i 7p. Sedan Cab...} 4195 ... Town Sedan... 3}..}....)aeghimnorx oe 
Price Changes - Imperial ....| 4245 ... Sedan Lim....| 3495)... .. .|acghlmnorx 4p. Roadster... .. 
5p. Imperial Cab | 4245 5p. Touring were 
| 7p. Imperial......| 4445 4p. C ae 
, 7p. Imperial Cab.| 4445 5p. Sedan er 
| ... Town Cab Con! 5000 “8-82” 
of ...TownCabCon| 5500 5-7p. Touring. ... 
Passengers were: ...LimBro’mCon! 5500 2-4p. Roadster. . . 
= a $/5|.2-2| Standard 5p. Brougham... . 
Model re lS iee Equipment 5p. ny i acwie’ 
ee o peg om ; 
“V.7” p. Land. Rdstr. . 
7 7p. Touring. ..... $6650| 4/4600'Ceghjklmnp |} 5p. Brougham.... 
r rsx 5p. Sedan........ 
4p. Sp. Touring...| 6150) 4/4500, Ceghjklmnp 5p. Sedan........ 
t AUBURN rsx 7p. Sedan........ 
“6-66" 4p. Coupe....... 7600; 2)4700|Ceghjklranp 
2-4p. Roadster. . . CHANDLER rtx 
bp. Touring... ... “Big Six” 6p. Limousine. ...| 8100} 4/5000|CeghjkIlmnp _— 
2-4p. Cabriolet. . 2-4p. Roadster. . .|$1695 rtx ERSKINE “6 
bp. Sp. Sedan... 7p. Touring...... 1695 5n. Tourer....... negh 
bp. Sedan........ 5p. Met. Sedan...| 1495 4p.. Spt. Rdstr...| 965).. ie nr 
dp. Wand. Sedan. 4p. Coupe....... 1675 2p. Bus. Coupe... { nt 
“8-77” 3p. Ctry. Club. ..| 1675 4p.. Spt. Coupe.. . aeghnr 
2-4p. Roadster . .. 5p.Met. DeL. Sed.| 1595 5p. Sedan, 4d..... 
bp. Touring... . . 7p. Sedan DeL...| 1795 
e- 2-4p. Cabriolet. . . 5p. Royal Sed. ..} 1795 
bp. Sp. Sedan. . .. ESSEX aa 
st bp. Sedan........ “Spec. Six” } “‘Super Six 
op. Wand. Sedan.. 5p. Touring. ..... 995 DAVIS ‘92-27’ 2p. Speedabout. . . 
“8-88” 2-4p. Rdstr.......} 1135 5p. Leg. Tour... .|$1395| 4/2915) Dhmnr 4p. Speedster... .. 
2-4p, Sp. Rdster. . 5p. Sportster... .. 1145 5p. Sedan........ 1595| 4|3000) Dhmnr 2p. Coupe, cloth... 
Op. Touring... ... 5p. Sedan........ 995 5p. Imp. Sedan. ..} 1795) 4/3055) Dghmnort 2p. Coupe, leather 
24. Cabriolet. . 3p. Coupe....... 1035 5p. Coach... ..... 
AV P. 8p. Sedan. . . 2-4p. Coupe...... 1135 “94-27” 5p. Sedan........ 
p. Wedan........ 5p. DeL. Sedan...| 1135 5p. Roadster. ... . 1245} 2|2350\dbr 
od bp. Wanderer. + 3p. DeL. Coupe. .| 1125? 5p. Touring. ..... 1285) 4|2500\dhr 
, 47" W.B. 2-4p. DeL Coupe.| 1235 5p. Sedan........ 1285) 4|2570\dhr FALCON- 
‘D. Touring... .. . 3p. Coupe....... 1285) 2|2375\dhr KNIGHT 
(p. Dedan.... 2... “Roy. St. 8” 5p. Imp. Sedan...} 1385) 4/2575) Dghmnort 4p. Roadster. . ... 
7p. Touring. ..... 1995) 4 _..Touring...... 
4p. Roadster..... 1995 Ahmnpwx “98-27” 4p. G.G. Rdster. . 
4p. Coupe....... 1995 4p. Polo Rdstr....| 1795) 2/3000|aghmnr 2p Coane........ 
the 4p. Ctry. Club...| 1995 5p. Touring. ..... 1795; 4/3050|aghimns 5p. Brougham.... 
nd ip. Sedan........ 1995 4p. Coupe........ 1865 2/3150|aghmor 5p. Sedan....... 
7p. Sedan........ 2095 5p. Emp. Sedan. .} 1885) 4/3200|aghmnort 5p. Landau... .... 
DeL. Sedan 2195). .}.... 
= FLINT “60” 
. Touring...... 
‘p. DeL. Radstr. ... 4p. Spt. Rdstr.... Aehmnrw 
ing Sp. Touring DeL.. 4p. Cpe. Rdstr. . 
; 4p, Coupe... .. 5p. Sedan........ aehmnort 
ats 2d. Sedan... 5p. Brougham.. .. 
find Sp. 4d. Sedan... DIANA “St. 8” “gg” 
ott 2. Ctry. Club... 5p. Phaeton...... $1695) 4/3100\agmn 120” W.B. 
ott. p. Town Bro’m. CHEVROLET 5p. Roy. Roadster} 1795) 2'2995'agmnw 5p. Touring. ..... 
120 **AA” 5p. P.B. Rdstr...} 1895) 2 2995 Bemnw 4p. Spt. Tour... 
(Coupe... 2p. Roadster.....|$ 525 5p. Cab. Rdstr...| 1995| 23160 aghmn 4p. Coupe....... 
ni 4d. Sedan... 5p. Touring...... 525 5p. Cab Rdstr... | 2295) 2 3160 aghmn 5p. Sedan........ 
. P Town Bro'm. | 2p. Util Cpe... .| 625 5p. 4d. Sedan....| 2095] 4 3275 aghmnot 130” W.B. 
p Is 128” 5p. Coach........ 595; 2/2190 dhr 5p. 2d. Sedan....| 1795) 23170 aghimno 7p. Touring. ..... 
one ‘4p. Sp. Rdster. . 5p. Sedan........] 69 dhr 7p. Sedan........ 
| sP Sp. Touring. 2-4p. Cabriolet ..| 715 135” W.B. “7-18” 
Coupe... Imp. Land...... 745 7p. Touring...... 1795 4 3336 agmn 5p. DeL. Coach. 
==vmj>293I]--_—— 
KEY TO SYMBOLS: 
A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. e—Car heater. v—Vanity set. 
ne «—Wood wheels. ™ d—Disk wheels. ” j—Trunk rack, no trunk. p—igar lighter w— Windshield wings. 
TOR B—Wire wheels with spare. e—Front and rear bumpers k—Spare tire. r—Rear traffic signal. x—Clock. 
b—Wire wheels, f—Front bumper. I—Spare tire lock. _ s—Spotlight. —Overall length. 
xon —Optional wheels with spare. —Shock absorbers or snubbers. m—FEngine heat indicator. t—Vanity and smoking set. §—Prices on application. 
‘—Type of wheels soileasl i ; 


Automatic windshield wiper. n— Dash gasoline gage. »—Smoking set. 
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oA oe 
Passenger es Passenger ° fs Passengers . ES : Passengers . alsa | 
— ort 4 2|S"c:| Standard — - rf 5 a= Standard an - g ¢ a Srendeed ~ s =s 5 $= Standard 
Medel | 2 |4 || Exipment Medel | ca |B |i] Pauipment Medel | me jan] Pautoment weds |G || Eavinmen 
FRANKLIN yy” 4p. Berline...... $5500). .(5115)aeghkinprx “E-75” 
“Series 12” 4p. Playboy......| 1545} 2/2915 aghmnrx 7p. Limousine. ...| 6000}. .|5380)aeghk!nprx 2p. Speedster.....| 3485) 2/4251 aegh|nprr 
4 2-4p. Sp. Coupe. .| 1695) 2: 3070 aghmnrx 7p. Brougham....| 6400). ./5025|/aeghkInprx 4p. Speedster.....| 3485) 2/4256laegh inprr 
8p. Coupe....... $2490 jan 5p. Cus. Sedan...} 1695! 4.3200 aghmnrtx 6p. Ber. Landau .| 6500)..]....|aeghkinprx 5p. Phaeton...... 3485| 4/4017|aeghinprs 
4p. Victoria...... 2740). .|....Jan 4p. Cus. Vict..... 1695; 2.3200 aghimartx 7p. Cabriolet.... | 6600}. .{5160)aeghkinprx 7p. Tour. Speed. .} 3565) 4/4480/aeyh; ilnpews 
5p. Sedan........ 2790) . .|3600\an “JE” 7p. Le Baron Cab.| 7000}. .|5200)aeghkinprx 2p. Coupe Rdstr..} 3565) 2/4374] aegh!nprs 
5p. Ox. Sedan....| 2815]..;....lan 4p. Collap. Coupe} 2195; 2/3185! aghmnrx 7p. Holbrook Cab.| 7200]. ./5280)aeghklnprx 5p. Town Coupe..| 3195) 2/4452/aegh|nprr 
5p. Spt. Sedan....} 2910 .|an 4p. Perm. Coupe.| 2195) 2/3185)aghmorx 7p. Collap. Cab... | 7300]. .|5140jaeghkinprx 2p. Coupe........| 3485) 2/4373/aeghinprts 
3-5p. Con’yt Cpe.} 2925}. .jan 5p. Victoria... ... 2195] 2|/3275\aghimortx 4p. Victoria...... 3485} 2/4346) aeghinprtx 
EEE? 2195) 4/3300!aghmnrtx 9 preneneme a , = aeghilaprts 
128”" W.B. p. | errr aeg ilnprtx 
2-4p. Sp. Runab’t} 2975). .1... Jan LOCOMOBILE 7p. Sedan. Rie inieted 3640) 4/4620)aegh|nprtx 
5p. Sp. Touring..| 2975]..]....Jan “8.79 5p. Cus. Sedan...| 3960!) 4/4515/a; ghlnprtx 
7p. Touring...... 3060). .)....Jan 5p. Brougham. .. .|$1975| 4/3525/afghkmorx 7p. Cus. Sedan...| 4075) 4 4678 | aeghlnprts 
7p. Sedan. .......|.2980]. ./3800/an KISSEL “6-55” 5p. Sedan....... 1975; 4/3575 afghkmorxs 7p. Cus. Limou...} 4175) 4/4718]aeghinprtz 
7p. Ox. Sedan....} 3015)..)....Jan 124” W.B. 1688! <ls0a0len 4p. = C’pe..| 2100) 2/3434) afghkmorx 
. Limousine. ...| 3080 .. {aD 5p. Phaeton...... 5| 4 ‘ahmor **8.80” 
° dp. Speedster.....| 1895! 2/3160.ah 4p. Spt. Touring. .| 2850). .|3972|aeghkimnprt 
4p. Coupe Rdstr..| 1895) 2|3483\ahmar uvx . 
5p. Spee. Bro’m. .| 1795) 2/3486/ah 4p. Coupe....... 2975] 2)... MOON ‘6-60 . 
5p. Bro’m Sedan..| 1895) 4|3440jah 4p. Collap. Coupe.| 3000} 2/3780\aeghklmnprt || 3p Roadaster..... $925) 2/2295/an 
GARDNER 5p. Conv. Bro’m..| 2295). .|3378 uvx 5p. Phaeton...... 995) 4/2340lan 
“75” 131” W.B. po 5p. Sedan........ 2850) 4/3950| aeghkimnprt 4 sg pow. ! = pa do 
4p. Roadster. ....}$1295) 2}2995laeghmnr 7p. Touring...... 1 4 a uvx -up. hoy. hastr.. anw 
i Vic. Coupe...| 1395} 2!3290 oll 4p. Tourster..... 1895| 4/3225lahmor 5. Brougham..... 2900; 4/3990|aeghklmnpr 3-5p. Roy. Cab...| 1295) 2/2575ian 
5p. Sp. Coupe....} 1395) 2:3290)aeghjmnr 5p. Br’m Sedan 2095) 4 3596|ah tuvx 3-5p. Cab. Rdstr..| 1195} 2/2575/dn 
5p. Club Sedan...| 1445) 4/3265)aeghmnr 7p. Sedan........ 2295! . .|3770!abmor 7p. Sedan........ 3350) 4/4140;aeghklmnprt || 5p. Coach........ 1045) 2/2420/an 
“6.70” uvx 5p. 2d. Sedan.....| 1145] 2/2520/dn 
“9” ’ 4p. Cpe. Roadster} 1595). .|?915|ahmr 7p. Sub. Sedan. ..| 3500) 4/4280|aeghkimnprt || 5p. Roy. Sedan...| 1195} 2/2520) ahin 
4p. Roadster... .. 1595! 2 3030 Aeghm hm 5p. Bro’m Sedan..} 1495) 4/3065|ahmr uvx 5p. 4d. Sedan.....} 1245) 4 2605) dn 
5p. Spt. Coupe...| 1745) 2/3375) po eel “8-80” **48” 5p. Roy. Sedan. 1295) 4/2605/ahn 
4p. Vic. Coupe. ..{ 1745) 2 3375! Aeghimar 125” W.B. 4p. Sportif....... 4|5030) afghjkirsx 5p. Cust. Sedan..| 1395) 4/2605iah 
Bp. Sedan........ 1795) 4 3370) Aeghmnr 5p. Phaeton...... 1885) 4/3240/abmar .Roadster..... ~ spe A” - 
4p. Speedster... .. 2095) 2/3155|ahmnr 7p. Touring...... 4/5330) afghkirsx 5p. Touring...... 1195} 4/2560)\dn 
“35” 4p. Cp. Rdstr....| 2095) 2/3343)ahmnr 7p. Tour Lim § | 4|5640\afghkirstx 5p. Roy. Rdster..| 1395] 2/2600idn 
4p. Roadster.....| 1695) 2'3040| Aeghmnr 5p. Spec. Bro’m..| 1995) 2!3345\ahmor 6p. Brougham.... ; 415464) afghkirstx 5p. Collap. Cab..} 1795} 2).... 
5p. Spt. Coupe...| 1845) 2/3385) Aeghimnr 5p. Bro’m Sedan..| 2095) 4/3400)ahmnr 5p. Vic. Sedan.. $}5600| afghkirstx 5p. Sedan DeL....| 1395) 2/2710/dno 
4p. Vic. Coupe...| 1845) 2/3385) Aeghimnr 5p. Conv. Bro’m..| 2495). .|3518|)abmar 7p. Lim. Ene. Dr. § | 415868)afghkirstx 5p. Sedan DeL....| 1545] 4/2860\dno 
5p. Brougham....| 1895) 4)3360) Aeghimar 132” W.B. 7p. Cabriolet. .... § | 4/5624! afghkirstx 
5p. Sedan........ 1895) 4/3380| Aeghmnr 7p. Touring...... 1985) 4|3360/ahmnr “90” 
4p. Tourster..... 2095) 4/3155|ahmnr 4p. Sportif....... 5900) 4/4475 "nal 
“88” 5p. Bro’m Sedan..| 2295) 4|3455iahmor 
5p. Touring...... 1895} 4/3330) Aeghmnr 7p. Sedan........ 2495) ./3630)ahmnr 4p. Roadster. .... 5900} 2/4370 » = 
7p. Touring...... 1895] 4/3330) Aeghmnr “8.90” tuvx NASH 
131” W.B 7p. Touring. ..... 6000) . aeghkilmnpr “Std. 6 
**90” 5p. Phaeton...... 2185} 4/3220)ahmor tuvx Sp. Touring...... $865) 4/2325) Dzbor 
5p. Brougham. 2295) 4/2690) Deghimnrx 4p. Speedster.....| 2395) 2/3360/ahmnr 5p. Vic. Sedan... .| 7300) 4/4842/afghimprtx 4p. Conv’t Cab...| 995} 2/2505) Deghnr 
Bp. Sedan........ 2295) 4/3730) Deghmnrtu 4p. Coe. Rdstr...| 2395) 2/3578)ahmar 7p. Suburban.....| 7500) 4/4930/afghmprtx 2p. Coupe........} 875} 2/2345) Dghor 
vx 5p. Spec. Bro’m. .| 2295) 2/367llahmnr .. Vic. Sed. ..... 7450). .}... : "a 5p. Sedan........ 895} 2/2450! Dghor 
5p. Bro’m Sedan..| 2395] 4/3760lahmor | tuvx 5p. Sedan....... | 995) 4/2500! Dghnr 
5p. Conv. Bro’m..| 2795) .|3863jahmar 7p. Town Bro’m..| 7500) 4/4615|afghmprtx 5p Land. Sedan 1085} 4/2610) Deghor 
139” W.B. > Cabriolet. .... 7500) 4)4615\afghmprtx Specia 
HUDSON 7p. Touring...... 2285) 4/3630/ahmnr ..Collap. Cab...| 7750). .]..../aeghkimupr 4p. Roadster..... 1225) 2/2980) Dehnr 
*“Super Six” 4p. Tourster..... 2395| 4/3335|ahmnr tuvx 5p. Touring...... tees 4|2980) Dghnr 
“Std. Line” 5p. Bro’m Sedan..| 2595) 4/3755iahmnr 4p. Cabriolet. .... 1290] 4/3070! Dghnr 
bp. Coach........ $1285; 2/3555/aghjmor 7p. Sedan........ 2795) 4/3975|/ahmor 2p. Bus. Coupe 1165] 2/3030) Dghnr 
5p. Sedan........ 1385) 4/3670) agbjmor 5p. Sedan DeL....| 2985) 4/3910|aeghimorvx MCFARLAN 5p. Sedan.... ... 1215} 2/3150) Dghinrt 
7p. Sedan Del... .} 3495) 4/4080)aeghimorvx “Str. 4p. Victoria 1295} 2}3170| Dghnr 
“Custom” 7p. Ber. Sedan...| 3585) 4/4125/aeghimorvx 131” W.B. 5p. Sedan........ 1335) 4/3250) Dghartur 
7p. Phaeton...... 1600) 4/3645\agmnr 4p. Roadster..... $3050) 2/3400 hmnprwx || 5p.Coupe........ 1445} 4/3380] Ughinrt 
4p Brougham ...| 1575) 4/3775 aghjmnru 5p. Touring.... .| 2650] 4/3400\afg mrx *‘Advanced” 
7p. Sedan........ 1850) 4/3945) aghmaoru 4p. Sp. Phaeton ..| 3180) 4/3400! afghimnprx 121” W.B. 
3p. Coupe........| 3180] 2/3650) afghlmnprtx 4p. Roadster..... 1475| 2/3400) Dghmar 
“ w LA SALLE 5p. Sedan........ 3180) 4/3650)afghimnprtx || 5p. Touring......} 1340] 4/3400) Dghmar 
5p. Coach 1175) 2|3510)aghjmnr 125” W.B 5p. Coach Bro’m..| 3180} 4/3650|afghlmnprtx 5p. Sedan........ 1425) 2/3620) Dghimaorur 
_—_ IR 1285) 4/3590|aghjmnr 2-4p. Roadster. . .|$2525| 2)3665|aeghlmnprx 5p. Town Car 4600; 4/3750jafghlmnprtx || 5p. Sedan........ 1545) 4/3650) Dghmoruy 
5p. Phaeton...... 2495| 4/3680|aeghlmnprx 136” W'B. 127” W.B 
4p. Sp. Phaeton. .| 2995) 4/4080 » ~ae 7p. Sedan....... 3680) 4|}3700/afghlmnprtx 7p. Touring. ..... 1440} 4/3500) Dghmar 
7p. Sub. Sedan....| 3780) 4/3700|afghlmnprtx 5p. <p. Touring. .| 1540) 4/3500) Bghimar 
2-4p. Coupe...... 2585) 2/3875 S. a “—— 4p. Victoria...... 595} 2/3640/ Dghmnruv 
HUPMOBILE 2-4p. Conv. Cpe. | 2635) 2/3800/aeghimnprx 2p. Roadster.....} 5800} “|4000| Aeghjlmnorx 4p. aa. 1775} 2|3650) Dghmor 
“A” 4p. Victoria...... 2635) 2)3895)aeghlmnprvx || 4p. Spt. Tour.....| 5600} 4/4600 Ceghjlmnorx || 5p. Amb. Sedan. .| 1925] 4/3820 Dghinprtuvs 
4p. Roadster. .... $1335) 2)... .jaghnor 5p. Town Sedan. .| 2650) 4/3975|aeghimnprx 5p. Tour. Sedan. .| 6720) 4/5200) Cfghjlmnop 7p. Sedan........ 1990} 4/3830) Dghnprtuvs 
7p. Phaeton......| 1395] 4]... ./eghnr 5p. Sedan........ 2685] 4/4000) seghImnprtx | rtx 7p. Imp. Sedan. ..| 2165] 4/3830] Ughnprtx 
Sp. Sed n 2d.....] 1345] 2)... ./eghjnr 2p. Coupe....... 3600) 2}....jaeghlmnprtx || 7p. Touring.......| 5700] 4]/5200| Afghjlmnop 
4p. -- eK 1385} 2]... . jeg 5p. Sedan. . 3800) 4]....J/aeghimnprtx rtx 
5p. Sedan. . 1395) 4)... .\cghor 5p. Town Cab....| 4500] 4]... 7p. Sedan........ 6720) 4/....|Afghjlmnop 
5p. Trans. Cab....| 4700} 4].. rtx OAKLAND ‘AA-6’ 
“E-3” 134” W.B. | 7p. Sub. Sedan...| 6920) 4]..../Ceghjlmnop || 5p. Sp. Phaeton. .|..... 4}2620/aehjw 
5p. Touring... ... 1795) 4/3300) eghorx 7p. Sedan........]| 2795] 4|4400)aeghlmnprtx | rtx 4p. Sp. Rdster... ./$1075| 2)2590)aehjnw 
7p. Touring... ... 1895) 4/3360) beghnrvx 5p, Imp. Sedan...} 2795) 4/4315|aeghimnprtx || 4-6p. Town Car..| 9000] 4 5200) Cfghjlmnop ..Cabriolet..... 1145). .].. 
2-4p. Roadster 1895} 2/3355) ceghorvx 7p. Imp. Sedan...} 2895] 4]..../aeghlmnprtx rtx 5p. 2d. Sedan.....| 1045] 2/2745/ahu 
5p. Brougham... .} 2095) 2/3515]j 3p. Land. Coupe..| 1045] 2/2705!ah 
2-4p. Coupe...... 2195; 2/3465/dghrx 5p. 4d. Sedan.....| 1145} 4/2855/ahu 
p. Sedan........ 2195) 4/3545\agbrx 5p. Land. Sedan. .| 1265) 4/2885) aehnou 
5p. Victoria. ..... 2195| 2|3525|aeghnrx MARMON 
p. Sedan........ 2345| 4/3360)ehr LINCOLN “Little” 
7. Sedan Lim 2520) 4/3360/aechorx — 2p. Speedster... . . |$1895 2/3019] aeghImnprx 
2p. 5 t. Rdster. . .|$4600) 2/4930/aegkInp 4p. Speedster.....} 1965) 4/2977|aeghlmnprx 
2p. Club Roadster} 4600}. .|5010 ~~ +> oll 4p. Sedan........ 1795) 2{3039|aeghlmnpr OLDSMOBILE 
7p. Spt. Touring..| 4600) 4/4940 aegkInprx 2p. Coupe... 1895) 2/3053/aeg prx **30-E” 
4p. Sot. Phaeton..| 4600) 4/4910|begjklnprwx || 4p. Brougham 1895) . .|3090 5p Sp. Touring...| $895} 4/2490) veghimar 
JORDAN 4p. Coupe....... 4600| 2/4805|aegkInprx 4p. Sedan........ 1895) 4)3062'aeghlmnprtx || 4p. DeL. Rdster..} 895} 2|2317)cehmar 
_— ip. Sedan........ 4800| 4/4930/aegiklnprx 2p. Couve Rdstr..| 1995} 2/3054 aeghlmnprx 2p. Coupe........ 875) 2)....|h 
4p. Blue Boy... ..|$1745} 4/2800 Beeghkm 5p. Sedan........ 4800) 4/5010) aegkinprtx 4p. Victoria...... 2595) 2/3116 aeghlmnprtx p. Sedan 2d......} 875) 2 lehu 
4p. Spt. Salon... | 1595| 2/2775 a 2p. Coupe....... 5000). .|4720/aeghkinprx - Cus. Sedan. 2595) 4/3119\aegblmnprtx || 5p. Sedan 4d......| 975] 4).... ehu 
2-4p. Tomboy... | 1595) 2/2650 aghmnrx 7p. Sedan........| 5000) 4/5050|aegkInmprtx p. Cus. Sedan. | 2595) 4 3172|aeghImnprtx 4p. Sp. Coupe....| 965! 2 2650 ceghmaru 
5p. Sedan........ 1506 4 2775|aghmnrts 7p. Limousine. ...} 5200) 4/5165|aegklnprtx ra Town Cab.. 3125) 4 3040 aeghlmaprtx 5p. Landau...... 1075 4/2780 
—————— 
KEY TO SYMBOLS 
A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. e—Car heater. tt we a 
a— Wood wheels. d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter. w—Windshield wings. 
B—Wire wheels with spare. e—Front and rear bumpers. k—Spare tire. r—Rear traffic signal. z—Clock. 
b—Wire wheels. {—Front bumper I—Spare tire lock. — ight. *—Overall length. 
C—Optional wheels with s meee ieshens or snubbers. m— e heat indicator. t—Vanite and smoking set. §—Prices on application. 
e—Type of wheels optio Automatic windshield wiper. a— gasoline gage. e—Smoking set. 
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Over 3,000,000 
Miles of Testing — 


The General Motors Proving Ground, at Milford, Michigan, is 
the greatest outdoor laboratory ever devised for testing automotive 
products. 





Here, over roads and hills of every type, Chevrolet cars are driven 
day and night—through zero cold and blistering heat. Already, 
Chevrolet cars have traveled more than 3,000,000 test miles on the 
Proving Ground roads— 





—three million miles of harder, rougher, faster driving than a car 
would ever receive in the hands of any owner! 


And that is the reason why Chevrolet quality stands supreme in the 
field of low-priced cars— 


—why every feature of Chevrolet design is proved before itis offered 
to the public— 


-—why Chevrolet performance and comfort and driving ease are the 
finest ever offered in a low-priced automobile! 


As a result of this outstanding quality and value, Chevrolet sales 
have reached spectacular heights — with Chevrolet dealers everywhere 
enjoying a steadily increasing volume of sound, profitable business. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


Division of General Motors Corporation 


The illustration be- 
low shows a bird’s- 
eye view of the 
General Motors 
Proving Ground 
at Milford, Mich. 
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, t body types — beautifully 
\, appointed—variety of colors. 





miles 















/ 
The development of this new Eight at $1195 will 


greatly widen the sales horizon of those dealers who 





sell it and enable them to meet six-cylinder competi- 


tion at no price disadvantage. 














Strictly up-to-the-minute in style and design, and 
notable for its many engineering advancements, this 
new car bears a name that is already established as 
a hall-mark of quality, yet sells for LESS than the 


price of a Six. 





While it has not yet been announced to either the 
trade generally or to the public, it is already in pro- 





duction and deliveries will begin on December Ist. 


Advance information on this new car and the un- 
usually attractive dealer proposition behind it are 
now available to interested dealers. The coupon be- 
low will bring you the whole story. Mark and mail 
this coupon now—find out what this new Eight at 


— $1195 is like—then draw your own conclusions. 


1310 


Motor Age 
Philadelphia, Pa. 


We'll wager you'll want to sell this new Eight instead 
of trying to sell against it! 


’m interested in the world’s ™~ 4 . 
owest-priced Eight. Send on your NHS 
idvance information. ‘ Co 





SHSSSHEHHS HEHEHE HEHSHEEHEEH HHH HEEHHEHEHEESEHEHEEEHEHE HEHEHE SESEHEHOSEEESESEESE 


Ee c Ql 


Make of car now handled 
(Will be held strictly confidential.) 
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VESTA Batteries Help Build 


Successful Service Stations Like This 








Vesta Dealers ARE successful. They are 
erowing faster than ever — breaking all 
former sales records—building new sta- 
tions — expanding — putting on new 
fronts — coming forward by leaps and 
bounds. 


The Meridian Service Co., of Indian- 
apolis, Ind., as pictured above, is typical 
of what VESTA means to the battery 
business man. 

The progressive methods of Meridian 
Service Co., with such a high quality— 
and complete price line — as Vesta— will 
do the trick for any dealer — anywhere. 


Get the Details! 


VESTA BATTERY CORPORATION 
2100 Indiana Avenue - CHICAGO, ILL. 











VESTA 


QUALITY B ATTERIES for AUTO AND R ADIO!. i ii acer | 
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The Sign of Good Times 
for Battery Men 





The Only Battery 


with Isolators! 


Think of the great advantage of representing a 
battery that has superior features possessed by 
no other battery made. * 


ISOLATORS—that lock the plates apart— | 
firmly in place—minimizing plate buckling and 
short circuiting. 





This is the leader in the Vesta line of batteries 
to outdo all competition in price and quality. 


7 
VESTA BATTERY CORP. «*« MA11-24-27 
2100 Indiana Ave., Chicago, IIl. 


Please [ ] send us the name of the Vesta Dis- | 
| tributor near us or[ | send us particulars on the | 


Vesta Dealership. 


*“eeereneeeeneeeeeeeeeneeeeeeeeeeeee eeeeeneeeeee 
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§ Anatter what you are selling you can do 
Jk sre with the Chrysler line. 


No matter how much money you are mak- 
ing, you can make more handling Chrysler. 


You owe it to yourself and to your business 
to investigate RIGHT NOW your chances 
for the Chrysler franchise. 


The Chrysler 1927-28 Sales Agreement is the 
finest from a dealer’s standpoint that the in- 
dustry contains today. Discounts are better. 
Merchandise of utmost saleability and uni- 
versal in its appeal. : 


Through the new Chrysler Agreement it is 
possible for you to sign up only for the “52.” 
Yet all other Chrysler models — “62,” “72” 
and Imperial “80”—are placed at your disposal 


without any definite commitment, except for 
the “52.” 


In this manner the entire market from $725 
to $6795 is placed at your disposal, without 


to wire, write 
or phone _. 








e 


November 24, 1927 


v> 
XY 


\ 
\ 


the need of stocking any cars except the “52.” 


If you are a forward-looking dealer, eager to 
keep pace with the times, you are undoubt- 
edly making preparations to make 1928 your 
most profitable year. 


The surest way to do this is to investigate the 
opportunities for a Chrysler franchise. 


Within the past two months more than 1,200 
new dealers have allied themselves with 
Chrysler, eager to participate in its popular- 
ity and success. 

Probably there is a similar opportunity in 


your own community of which you can 
take advantage. 


We'll be glad to let you have further detailed 
information, with the sincere assurance that 
your inquiry will be kept in strictest confi- 
dence, whether or not a permanent connec- 
tion with our company results. 


CHRYSLER SALES CORPORATION, DETROIT, MICHIGAN 
CHRYSLER CORPORATION OF CANADA, LTD., WINDSOR, ONTARIO 


PRICED FROM $725 TO $6795, F.O.B. DETROIT 


‘ 


/ 
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Now YOU can become the 
~Ofticial Watson Dealer 
in your neighborhood... 


af 
C2 C= : 
aie 
* : 
#0 








Get Ready ... them. No free servicing. has met the problem—as it has never 
Within the next 60 days the most pro- been met before—with Watson Stabi- 
. * *€ & 
gressive automotive merchant or serv- lators Type AA. 


iceman of your neighborhood will be 








appointed by us as an Official Watson Repairmen ... = © 
Retail Dealer In an 8-hour day you can collect for : 
ee 8 hours’ work—and not very much Servicemen ... 
* * *# more. But you can make every hour The good-will and confidence you build 
produce MORE PROFIT—by adding up in your customers is worth cold 
Never before has such an op- cash to you. Now collect it. x 
portunity been offered to the Suggest Watson Stabilators. You » 
we “— serv- = “9 aay and ay - 
ice men of America. ere is — eens omer takes your word. Jus 
your opportunity to share in | | try that tomorrow on your first 
Watson prestige and _ profits. | (GSARAGES—REFPAIR SHOPS— = apenas and see how it 
Here is your opportunity to | | works. 
hang out the Watson, Shingle. | BRAKE SERVICE— BATTERY, | aie 
—the symbol of Easy Riding in | I L | 
the minds of 20,000,000 car own- GNITION AND UBRICANT | No “Hi 99 
. ig ; ! | o “High-Pressure 
et to the wellknewa Watson | STATIONSAND TIREDEALERS | Selling Needed .. . 
| ° E body k ;on— f 
om Here is your oppor- | —_Exervaody, knows Water ani 
scales tunity to become an | —he’s sold and he stays sold! A 
Now Watsons forLightCars! Official Watson Retail | eee be 
The new type AA Stabilators ; | ~ \ 
are designed specifically for | D ealer, Cash in On th € Batterymen er v) 
the popular short wheelbase car : £reater W atson market | M con could off 8 or OO a 
of todsy—yours to sell at $25 created by the new T ype | charging jobs a day—or even 
list per complete set of four. AA Wat Stabilat | ulin te Giniinds muh Geum 
* * * | aison aouaror. your profits nicely, wouldn't it? 

. | ° . | This is just what selling Wat- 
Stabilators for Every- Write for details of | son Stabilators will do for you. 
body... ae the new Retail Dealers as 

ailia dn geen aaa ek aoe Sales Plan today. 
; ‘ | Remember This ... 
we owner in your neighbor | Address John Warren | snannaen ts 4 
ood. Three out of four owners | . ,000, an ve years 
are now good Watson prospects! | Watson Gea. Philadel- | publicity have made the a 
» & «e | phia, Pa. | semper — a bywor 
Garagemen—An cen eee - - 











* * * 
Extra Month’s Rent ... : 
The easy profit you collect on Large Stocks? 
the installation of a set of Watsons the sale of a set of Watson Stabilators No. A special retail dealer’s unit has 
is just like getting an extra month’s to every repair job you do. And that been worked out with three sets of 
storage rent. just doubles the profit on that job. Watson Stabilators Type AA to fit 
* * & * * «@ . 50% of the cars now in production 


With this amazingly small stock unit 


Watsons Work—and 





: The shorter spring of the popular you tie-up no capital—and you are 
Keep on Working ... short wheelbase car of today offers a ready to go into business as a full- 
| You sell Watsons once and forget distinct problem of recoil. Watson fledged Watson Retail Dealer. 





WATSON 
STABILATORS | 
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can now have 100% 
atson Stabilation 


Type AA for 
wheelbase ¢ 
$28 list per set 
0 . 

$29 in Far West. 


Excessive force of spring rebound is the thing that makes 
motoring uncomfortable—that throws you off the seat. And 
the greater the excess force, the greater the throw. 


In various ways other devices try to check or stop these 
throws. Watson Stabilators differ in that they never permit 
these throws to start. They use up the excess force of 
spring rebound BEFORE it can throw the car body into 
the air... and very simply. The instant the force starts 
to move the axle and frame apart, it must drag four Watson 
Stabilators as well as lift the car body. Dragging the 
Stabilators uses up the excess force—so that the remaining 
force in the springs is not sufficient to throw the car body— 


but only enough to raise it, nicely and gently to normal 
position, 


Watson Stabilators work on the 
age-old principle that it is better to 
PREVENT trouble than to try to 
stop it after it has gained headway. 


Type C7 for larger 
ars. 


$48 list per set 
of 4. 
$419 in Far West. 


WATSON 
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CAR DEALERS --- 


now there are Watson Stabilators 
to fit any car you may sell 


Big Cars or Light Cars... 
Type C7 ready to fit any big car on 
the road—plus the Type AA for Chev- 
rolet, Chrysler 50-52 and 60-62, Dodge 
Four, Essex, Erskine, Pontiac, Whip- 
pet, Star, Oakland, Oldsmobile, Wolv- 
erine, Standard Nash and_ Falcon- 
Knight. 


* * * 


No Matter What Make You Sell 
Chevrolet or Lincoln Essex or 
Franklin . . . Overland, Willys-Knight 
or Whippet ... no matter what 
make you sell you can now 
begin to share in Watson Stab- 


Cm es g¢ =, 


Offer them a Watson-equipped light 
car with all its advantages of easier 
handling, quicker getaway and greater 
parking facility plus true big-car com- 
fort. 


Watson Stabilators make any car 
easier to sell! Relaxed Motoring and 
Watson Popularity sell cars for the 
alert dealer . . . and it’s hard to fool 
the top man of a go-gettin’ dealer 





ilator Profit. 


* * #* 


And the Price! | 
Watson Stabilators Type AA 
sell at $28 list, for a complete | 
set of 4! No longer need any 
car buyer sacrifice the advan- 
tages of Watson Stabilation for 
price. Now there is a Watson 
to meet every purse. 





*x* * 


The popular, short wheelbase 
cars of today offer a real and 
distinct problem of spring recoil. 
Watson has met it ... as the 
problem has never been met be- 





CAR DEALERS 
We have developed an 


unusual new sales plan 
with an entirely differ- 
ent selling slant. 


Write for details of new 
Car Dealers Sales Plan. 


Address John Warren 
Watson Co., Philadel- 
phia, Pa. 


car without Watson Stabilators every 
time. 


* * * 


It took $2,000,000 to develop a motor- 
ist consciousness in Watson Stabilators 


—that’s worth a lot to a dealer—and 


its hard to expect that $1 worth of 
talk on the part of your salesmen will 
offset the unsolicited impression the 
customer has formed of Watsons... 
Isn’t it just common-sense to be on the 
$2,000,000 side? 


* * *# 


Watson Stabilators make any 
car an easier car to sell. 


* * ** 


Ten years ago they wanted “just 
a car’—as long as it would get 
there and back. Today they 
want “all the comforts of home.” 
Wise car dealers know this— 
and sell Watson Stabilators. 


* *® * 


Out Goes “Free Service”! 


Hundreds of car dealers who 
have equipped all their models 
with Watson Stabilators notice 
a decided drop in their “free 
service” costs. Watsons are 
easier on the car—as well as 








fore—with Watson Stabilators 
Type AA designed specifically 
to control the recoil of those 
peppy little cars. 


* * 





$2,000,000 and 5 years of publicity 
have made the name Watson Stabila- 
tors the byword of Easy Riding. 


* * * 


The Big Two-Car Market ... 


Thousands of “big-car’ owners are 


on the market today for a second car. 








Everybody Knows Watsons ... 


organization, after his demonstrator 
has bucked its way to a lost sale. 


* *§ ** 


An Outstanding Sales Point .. . 


9 out of 10 prospects who walk into 
your salesroom are ‘“tossing-up” be- 
tween your car and three or four other 
makes. An extra piece of equipment 
here or another accessory there de- 
cides many a sale. On that basis, 
figure the tremendous advantage of 


Watson Relaxed Riding. The Watson 
equipped car will out-demonstrate the 


WATSON | 
STABILATORS 


the rider. 
* * * 


Watsons Work—and 
Keep on Working ... 


You sell Watsons once and forget 
them. No free servicing. 


* + 


Not only will Watson Stabilators re- 
duce your servicing costs—but the 
extra profit you make on every Watson 
installation is, in 4 cases out of 5, 
enough to actually write off the com- 
plete cost of free service. Think of 
that—a clear profit—with no free serv- 
ice cost worries—on 4 sales out of 5! 
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ECAUSE they’re moulded rubber 
and cord—they are stronger, 
tougher and more dependable — 


because they come in attractive, in- 
dividual packages they are easier to 
handle and always stay clean in 
stock— 


a 
Ss 


. 


It’s the Extra Things in Gilmers 
that Make Them Easiest to Sell 


and because they are packed in the 
Gilmer Counter Display Cabinet, 
they keep selling themselves to your 
customers day in and day out. 


Extra customer satisfaction—extra 
business.—They’re yours when you 
stock Gilmers! Ask your jobber. 


L. H. GILMER CO., Tacony, Phila., Pa. 
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Opposing prongs of these EXTRA HEAVY 

Tread Links grip slippery roadways like 

giant claws, giving MAXIMUM NON- 
SKID TRACTION 











These Six Sizes Fill 
Practically Every Demand 


List Prices 
Size 30 x 344 ........ 
S BB4AD. coccece 
“ 30x 5.25........ 
“ 326.00........ 
“ 33x 6.00........ 
SC FeO Geeseceecs 

















All cross links are of wear-resisting 
MANGANESE STEEL, hardened to 
the core, a LONGER 














Repairs are easy and economical. This 
Key Link, where wear is greatest, may be 
replaced, without tools, for 3 cents 














1. Much Longer Wear 


Stewart-Warner Cross Links are not merely surface 
hardened, as are common place chains +) They are 
wear-resisting MANGANESE STEEL from surface 
to center @ Road-contact links are EXTRA 
HEAVY. Combined result MAXIMUM WEAR. 


. Much Greater Traction 
Opposing prongs of Stewart-Warner tread 
links GB grip slippery roadways 
like giant claws @ Wear merely 
tightens their grip, by sharp- 
ening their side edges. CLAW ’ .. 
TREADS, by their unique J 
design, give GREATER, NON 
SKID TRACTION. 








Manganese Steel Cross Links, Hard-to-the-core—Extra Heavy, 
Claw Tread—Replaceable Key Link—Assures— 





. Quicker, Cheaper Repairs 
Entire commonplace cross chains must be replaced 
when one link wears out. However, Stewart-Warner 
Cross Links may be quickly repaired. The KEY 
LINK @Y (center), where wear is greatest, is re- 
placeable, without tools, for 3 cents. 


4. Bigger Sales and Profits 

Six sizes of Stewart-Warner Chains fill prac- 
tically every demand. Small stock, 
quick turnover, mean bigger net prof- 
its for you. Order a pair 
from your Stewart-Warner 
Service Station on a MONEY 
BACK TRIAL BASIS. 

Do it NOW! 
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PRODUCTS «! 
“Standard of the world” 


A few outstanding 
AC victories in 1927 


LINDBERGH. .. . . . New York to Paris | yon ty hey 
CHAMBERLIN .. . . New York to Germany : ees 
BYRD. . . . . . New York to French Coast LL 


ACOSTA-CHAMBERLIN . . | 
: . Rdieeones Flying Record | 


STINSON . . . National Reliability Air Tour 
MAITLAND-HEGENBERGER 


Caliécenio to ‘Sensiabe 


DE PAOLO . « « e« - A. A. A. National 
—— Automobile Racing Championship 
MYERS .. . New York to Spokane Air Derby 


SCHLEE and BROCK .. . . . World Tour 
















AC 
OIL GAUGES 


AC 
THERMO GAUGES 


Organize to get your share of the big renewal 
, business to be had on AC Spark Plugs and 
| AC Oil Filters. 





There is additional business within reach of | — oe 
every dealer who will test AC Oil Filters and ._ AC INSTRUMENT PANELS | 
install new cartridges when needed. : — 


for dealers who push AC Spark Plugs, 
All spark plugs in time deteriorate and need suggesting new AC’s every 10,000 miles 
to be changed. There’s a real opportunity to every car owner. 


tiameten AC Spark Plug Company, FLINT, Michigan cise 


Over 200 of the world’s most successful manufacturers use one or more, or all of these AC Products 
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HE FOREST Home Chevrolet 
Company of Milwaukeehas profit- 
ably put a complete parts department 
into small space by installing a LAPS 
system with Lupton Display Counter. 


Their LAPS System stores a full 
balanced stock of parts, compactly and 
correctly arranged in groups of assem- 
bly. All items are at the parts man’s 
finger-tips where he can give shop 
and customer quick service. In addi- 








tion, parts and accessories are neatly 
displayed by LAPS Systemand Lupton 
Display Counter in a manner which 
stimulates sales and creates confidence 
in these dealers’ service. 

There’s a LAPS System built to fit 
your business, too. Get the details 
on it and start to make money on 
parts now. Write to 


DAVID LUPTON’S SONS CO. 
General Motors Building Detroit 
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just a few square feet of floor Space — yet they 
render a complete parts service with LAPS 
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LupTON AUTO PArRTs STORAGE 


LAPS SYSTEMS ARE ALWAYS UP-TO-DATE WITH LATEST PARTS BOOKS 




















There are Profit Making Ideas 


in Every Issue of 





MoTOR AGE 


Many subscribers of MOTOR AGE, 
who realize the value of its contents 
each week, route every issue regularly 


through their places of business to all 
departments. 





As a means of business-building this is 
a profitable habit to encourage, both 
for the benefit of the organization and 


It is always 
best to read MOTOR AGE every 


its individual members. 


week, 


-AOTOR AGE 


CHESTNUT and S6th STS. 


PHILADELPHIA, PA. 
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Did You Enjoy This Copy? 












week for only $3.00 a year— 
| an average cost of a little less 
than six cents each. 


ty OU can get one like it every 





Each and every man in the trade 
needs MOTOR AGE — needs the 





positive help it offers in the solution 
of daily problems and the valuable 
ideas it gathers for its readers. 


Your competitor reads MOTOR 
AGE, and you need to read it also 
if you want to keep up with the 
leaders of the automotive field. 








-Here’s How Motor AGE Will Help You 

















—MOTOR AGE 
SERVICING will show you how 
to make flat rates—How to sell Service— 
How to make customers permanent—How 
to organize a workshop—How to handle 
knotty problems—How to select Machinery 
—How to test electrical systems—How to 
make quick repairs—How to route shop 
work. 


HIRING —How to get the right men 
—How to train them — 
How to pay them—How to get their co- 
operation—How to keep them enthusiastic. 

sateen —How to select an ac- 


BUYIN cessory stock — How to 


judge merchandise—How. to get a fast 
turnover—How to avoid dead items. 





SELLING —How other men do it 

—How to keep down 
overhead — How to advertise — How to 
make Salesmen produce — How to create 
a market—How to find prospects—How to 
make every sale pay—How to avoid losses 
—How to write letters that build business. 


AND THEN --.- - 


Whatever else you need to know to make 
your business run smoothly MOTOR AGE 
will tell you if you only ask—All personal 
inquiries receive personal attention from 
our editors. Every subscriber is encour- 
aged to come to us with his problems, 
whether mechanical, legal, architectural or 
financial. Try us, and we will give you 
“Service you will like.” 








THE COUPON is here for your convenience. If you are already a subscriber, pass it 
on to some friend in the trade who is not. When he starts getting MOTOR AGE he'll 


appreciate the favor. 











| MOTOR AGE IMPORTANT—MOTOR AGE is published exclusively fer 


the trade. Subscriptions are accepted enly from these 
Chestnut and 56th Streets actively engaged in our field—so please don’t forget te 
Philadelphia, Pa. include your business card or letter head with this erder. 





Gentlemen: Enclosed find $3.00 to pay for a year’s subscription to MOTOR AGE, including all special issues 
published during the life of my subscription. 





POPHHDOODDOOHOOSHOHO HHO HHH ODO SOHHOOODOOHH OOOH HHOHH OHHH HH HHOHOHHHSSOSSSHOHHSSOHOSHOOSSHOSOHSOHOOOSOHOOHOSHSHOHOOOHOOOHOSSOSCOOOOOHOHOOOOOSOOOSO OOOO OOSESSOEOOOOCSSECOOEHE 








SHSSSSHSHSSSSSHSSSSHHESH SESE SHSEHSESEESESESEESETESTE HEHE E SEES EEE BEBEEE SESE 


If you are already subscribing to MOTOR AGE, please hand this coupon te « 
dealer wie is not. He'll become a better competitor from reading MOTOR AGE. 
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HOWARD SAFETY FIRST 


FRESH AIR AUTO HEATER 
Works With Winter Front 


CLOSED as well as OPEN 
100% Safe mk IL I 1. 


COLD AIR 
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FROM FAN 


Individually Designed With WINTER 
and Custom Built for 














OR OPEN 
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Rolls-Royce Buick if] yj 

Lincoln Marmon <I, — 

Cadillac Hupmobile Zips \ / “ 

Packard Auburn liane inane 

LaSalle Paige Se ean a 

Pierce-Arrow Nash . . a 

Stutz Dodge A Quality heater of Cast Aluminum. Fits around the hottest spot 
Chrysler of a joint free section of exhaust pipe. Absolutely fool proof. 


Can’t get out of order. No Noise or Smoke. Easy to install. 


HOWARD FOUNDRY 


Pattern Makers, Founders, Machinists 
2700 Fulton Street Chicago, [Illinois 


















ihe 
eta PARALITE 


gives plenty of soft, dif- 
fused lightat either side 
of main beam—with 
glare cut off waist-high. 
It is the only road light 
using reflector and lens 
made under the famous 
PARABEAM patents, 

adopted for headlights 
by many big automo- 
tive leaders. Delta's. ad- 
~ aptation of these two 


Here’sReason 
for 














Should your customer fail to meet payments through 
loss of income, from sickness or accident, you'll be 
thankful if you included a Purchaser’s Disability 
Policy as a part of your time payment contract. This 
policy protects your time payments by meeting the 


The Safe 
Peay 
whole or proportionate amounts of all monthly install- MotoristsAl 7, 99 


ments due during the period of disability, excluding Nt, Bullet Type units into one compact 
the first fifteen days. The soundness of this protec- TT Cn road light has brought 
tion influences customers to close who otherwise d ty, forth amazing results. 
wouldn’t. [s ruction and compact size 


which have made these two Par- Eithertype, bullet(No. 90) 
or drum (No. 70), can be 


alites real salesleaders, have now ‘mounted on anv car. See 
— a been added Parkerized bracket your jobber erwanedioel: 
parts. Thus Delta Paralite is rust- LIST 50) 
proof—an added selling point 
which will increase your profits 
if you push these two leaders. 


The Delta Paralite shootsa Strong 
distance light down the road and 


DELTA ELECTRIC COMPANY 
51 MAIDEN LANE NEWYORKCITY | 1103 Delta Block MARION, INDIANA 





In Te Canada 
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SIMPLEX 
Piston Rings 


enable the small garage to recondition worn motors per- 
fectly without resizing cylinders and installing new pis- 
tons. Two Simplex rings to each cylinder positively stop 
oil pumping, piston slap and compression loss. Pressure 
lubrication, less friction, more power. 


Send for the Simplex Method of reconditioning motors 
without cylinder machinery, and make more money. 


The Simplex Piston Ring Co. 
of America, Inc. 
1971 East 66th St., Cleveland, Ohio 














New Dover Item 
i > DOVER SAVAL 
LIQUID OIL 
MEASURES 
with VALVE 
CONTROL and 
OIL STRAINING 
DEVICE 


(Patented April 2, 1918) 
Measure 


Heavily copper plated and 
lacquered. 


Prices and shipping weights on 
request. 
Manufactured by DOVER STAMPING & MFG. CO. 
Cambridge, Mass. 



































There’s always 
something new just 
at hand for the 


regular reader of 


MOTOR AGE 























The tlerlite 


®)) The Waving Stop-light 
Bie, Fits Any Car 


The Iler Electrical Mfg. Co. 
Cleveland, Ohio 





5103 Lakeside Ave. 























different oversizes for every standard 
5 size and type of piston pin always in 

stock. All have highly lapped finish. 
Ask for telegraph ordering code, catalog, and 
name of nearest jobber. 


THOMPSON PISTON PINS 
DEFIANCE - - - OHIO 


























Valve Face 
Si Grinding Machine 


—with the NEW Sioux Roller Chucking System. Amazing accuracy and 
speed. Investigate before you buy. 


Your Jobber Sells It 


ALBERTSON & CO. 
SIOUX CITY, IA. 



























FREDERICKS 


Rewinds 


New low prices: Rewinding or exchanging any 
two unit type of automobile generator or 
starter armature, $2.50. Any type of Ford 
armature $1.50. Special prices on Ford 
armatures in quantities. 


H. M. FREDERICKS CO., Loek Haven, Pa. 





MSTSTON a3) 


AIK COMPRESSORS 
























TANADIATO 


Damageproof against repeated boilings and Speeenes. Built to last the full 
life of the car. Complete radiators for Fords, Chevrolets, Dodges and 
Maxwells. Cores for all cars and TRUCKS. If not at your jobber’s, write 


direct. 
J. C. Black Mfg. Co., Inc., Oil City, Pa. 
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at your 


Jobber's 


Gets Both the TE LCALE Taper 











EATON BUMPERS 






ae 


ey OOO LS 
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BEAUTIFUL— Quick iin Easily Installed 
The Eaton Bumper & Spring Service Co., Cleveland, O. 
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MOTOR BEIT UILT TRUNKS 


Motor Trunks, Racks and Equipment exclusively. All types and_ styles. 
Genuine Duco finish, or bright black. A money-making line. Write. 


BIGLER MANUFACTURING co. 
CHIPPEWA FALLS WISCONSIN 














Makes the CHEVROLET the fastest 
Four Cylinder Car in the World 


R & R MFG. CO. ANDERSON, IND. 
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NertH East 


The Equipment That {asts | 
} | 











OODRICH-LENHAR 


CABLE KIT 


Displ six starting, lighting, ignition, and radio 
——” Puts them right where they sell with lit- 
tle effort. On spools—no loose —_ Also dis- 
plays actual samples of full G-L lin 

Kits are supplied through all G-L a Write 
for price and name of nearest jobber! 


Goodrich-Lenhart Mfg. Co. Hamburg, Penna. 



























WAP a postage stamp for 

thousands of dollars worth of 
real facts on Car Washing. Send 
for your free copy of the hand 
book. 


MANLEY MPG. CO. 


COMPRESSOR CORPORATION 
om York, Pa., U. 8. A. 


Norristown, Pennsylvania 


Simplicity 
Ee TAT SFE 
































Bellevue 
SPRING 
CONTROL 








REBORER AND GRINDER Actually Co: Controls 
A big money-maker in any automobile repair shop or garage. Ask for free the Car Spring 
demonstration in your own shop. Write f The B ll . Mi B lle O. 
SIMPLICITY MANUFACTURING COMPANY weve our yue Co. 
Port Washington Wisconsin Catalogue cue g- » DEUCVUE, 






































Portable Electric 


Every year more motorists 
are hah eee D ILL 
©). Co — ‘pheels B UD D DRILLS 














WHEEL COMPANY Ask for Catalog 105 


Philadelphia + Detroit The United States Electric Tool Co. Cincinmati, Ohio, U. Ss. A. 
i] Oldest Builders of Electric Drills and Grinders in the World 


| Fe ea Stops Pump-shaft Leaks and 
Pe ——— a $ Saves the Winter Solution 
| cee eee 8 )=~CONNEAUT PLASTIC METALLIC PACE- 
ae th “am 2 INGwill keep the water-pump tight no matter 
io, Vek what winter solution is used. 


‘OIL CONTROL’? PISTON RINGS All sizes in one can, Stocked with your Jobber 
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The Motor Necessity That Has Made Geod SIE cn cccteceedeonss $1.75 per Ib. 
Backed by Seven Years’ Satisfactory Service GW. GORD cccccccccccceces $1.60 per Ib. 
THE WEL-EVER PISTON RING CO. TOLEDO, OHIO THE CONNEAUT PACKING CO. 
| Sold most everywhere, If your dealer cannot supply you write us. > \— Pregent Cc Ohi 
— This! onneaut, 10 
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WE MAKE 


RADIATOR CORE MACHINERY 


Write for Catalog and Prices 


RADIATOR ENGINEERING CO. 
FACTORIES BLDG. TOLEDO, OHIO | 






VITALIC 


Fan Belts, Radiator Hose, Air Hose, Universal Joint 
Discs 


“Tougher than Elephant Hide” 
Sold through the Jobber Only. 


Continental Rubber Works, Erie, Pa. 
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ONE PIECE SUITS °EKcn’stir™ 


Protexalis are very inexpensive, yet wear like iron; stocked in 


« 
Equipment Khaki, Stripes and other fabrics. Spic and span attendants all 


wearing the same uniform are the 
cheapest form of advertising. 






for Battery and 
Electrieal Service 


Protexall Company 
Chieage, IHinois | 


Abingdon, Ill. Atlanta, Ga. 














4388 Roosevelt Road 


















































CLASSIFIED ADVERTISIN 
RATES CLASSIFIED C. L. PARKER 
Ten cents a word is the rate for all undis- Ex-Examiner U. S. Patent Office 
Played advertisements set solid, regular want To locate business opportunities Attorney-at-Law and Solicitor of Patents 
PA a Pgs nye oe oe To nud men or empinyment” McGill Building, Washington, D. C. 
a . wor ; 
lSc a word. Payable Aegean — THE ee Py — Patent, Trade Mark and Copyright Law 
MUMS BN srr 
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America’s 
Fine Cars-- 


If it’s a car of superior qual- 
ity, it probably has B. C. A. 
Bearings at the points where 
the loads are heaviest. Yet 
B. C. A. Bearings are not too 
expensive to be used in cars 
in the lower price fields. 
Wherever used, they give 
years of satisfactory and 
trouble-free service. 


We specialize in solving dif- 
ficult bearings problems. 








CUETETATTNAAL TAAL 







| Bearings Company Of America 
| Piant Lancaster, Penna. 
Detroit Michifan Office 1012 Ford Building. 
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of the advertising contract. 


A 
AC Spark Pit Co. ..cccces 68 
erent Ge GA. 6a cecewenss 72 
Alvord Polk Co..... Third Cover 
American Chain Co., Inc.... 8 

B 
Bearings Co. of America.... 74 
Bellevue Mfg. Co., The .... 73 
a 12 
Black Mfg. Co., Ine., J. C 72 
ee eer ere Ss 
Brunner Mfg. Co. .......... 72 
a ee 73 


Buick Motor Co. ...Back Cover 
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x} Chevrolet Motor Co. ....... 55 
'3) Chilton Class Journal Co. .. 76 
Chrysler Sales Corp....... 60, 61 
%] Classified Advertising Sec- 
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Conneaut Packing Co. 
Continental Rubber Works. 73 
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Katon Bumper & 
Service Co. 


Ie 
Falcon Motors Corp. 
Franklin Air 
Corp. ere 
Fredericks, H. AI. Co 
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Gilmer, L. H., Co. .. 


Goodrich-Lenhart MAfe. 
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Holmes, Ernest, Co 
Howard Foundry 
Hupp Motor Car 
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The Advertisers Index is published as a convenience, and not as a part 


Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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54 OUT OF EVERY 100 


| Cars sold in 1927 (exclusive of 


Fords) are equipped with 
SILENT TIMING CHAINS. 


Like all other working parts 
these chains are subject to 
wear. 


There is a ‘*‘WHITNEY’’ HIGH 
MILEAGE SILENT CHAIN for 
every motor having]a chain 
driven front end. 


QUIET and PERMANENT 
REPLACEMENTS 


WHITNEY 


SILENT TIMING 


CHAINS 
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THE WHITNEY MFG. CO. 
HARTFORD, CONNECTICUT 
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KEY MEN 


ECENT conventions and shows-—notably the 
A. E. A. and N. S. P. A.—have tended to place 
particular emphasis upon dealer importance. 


This is true with respect to makers of parts, 
equipment, tools and accessories, and is also true 
with the car manufacturer. 





D EFA L 
An interesting story could be told of how one 

| prominent car manufacturer established 1017 new 
ys dealerships during the past four months—mostly in 


towns of less than 10,000 population. 





Of equal interest would be the details of the part our organization played 
in the dealer building success of this particular manufacturer. 


Looking into 1928 it must be apparent that dealers are the Key Men of the 
industry. The manufacturer with dealer advantage—other things equal— 
will be head and shoulders above his competitor who fails to appreciate that 


dealers constitute the solid foundation upon which the industry shall be suc: 
cessfully upheld. 


In the matter of the better kind of dealers we wish to impress this im- 
portant fact upon the consciousness of those men in the industry who are 
alert in planning for successful merchandising throughout the coming year: 


Automobile Trade Journal and Motor Age 


are two voices of authority listened to by 75,000 of the nation’s best dealers. 


They depend upon these two successful dealer publications for a very 
definite character of helpfulness. Hence we suggest the desirability of your 
using the ceming National Automobile Shows issues of these outstanding 


publications— 
Automobile Trade Journal Motor Age—January 5th 
Jan. lst—Closes December 20 —last forms close December 31 


to get your merchandise message home to their subscribers who, it is proved, 
represent more than 85% of the entire dealer purchasing power in the United 
States. Early copy will advance mutual interests. 


CHILTON CLASS JOURNAL CoO. 
PHILADELPHIA 


























No. §625—Valve Stem yuide 
Reamer Set. Solid Type Reamers 
with Rose End Pilot. 


Here are four new sets which will Te tart oad Ne 
. ‘ contains o eac f th ollow- 
uickly pay for themselves in the time ing reamers: 21/64, 23/61, 25/64, 
q y pay . 27/64, 29/64, 31/64 and 33/64 
_ > . . nen, 
they save. Each individual tool in all List Price—$22 


four sets is of the same high quality 
you have learned to expect from 


Alvord-Polk. 


With this equipment you will be able 
to service practically all passenger cars 
and trucks. Study the descriptions 
under the picture of each set, then 
order from your Alvord-Polk Jobber. 


Just off the press: Bulletin No. 6, 
giving detailed description of these 





/ r 
and other new Alvord-Polk Tools. No. 8 Axle and Nut Rethreading 
Set is composed of four taps and 
Ask for your copy. four hexagon dies, sizes % in., 


% in., % in. and 1 in. No. 
12 S. A. E,. thread. Designed 
for servicing all popular passen- 
ger cars .and light trucks. List 


ALVORD-POLK TOOL CO. Price—$12.50, 
MILLERSBURG, PA. 











Tool Co, 





Millersburg 
Valve Reseating Reamer No. 610. ; 
Designed for reseating valves on 
practically all cars and_ trucks 
having detachable head _ engine. 
The set contains four’ universal 
valve seat reamers and 10 pilot 
stems. List Price—$42. 









Miburcdrecy, Pome,” 





[Alvord-Polk: Tool Co.| Sima 





No. 610 Universat 
Valve Seat Reamer Set. 
Siesnictunseshensineniinens., 















No. 630— Valve Stem Guide 


in . ittemeeens Fo ¥ Reamer Set. Expansion Type, 
interes : 6 “We tae % Spiral Flutes. This set consists 


of the same sizes as the No. 625 
set with Expansion Type Reamers. 
List Price—$34.50. 
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more power for its size than any other automobile en- 

gine. Buick cars have been noted for their long life and 

dependable service for more than two decades .These are 

why more and more people buy Buicks every year. 
BUICK MOTOR COMPANY, FLINT, MICHIGAN 





The famous Buick Valve-in-Head engine develops 
factors which contribute to Buick’s world-wide reputa- 
tion for economy. And this reputation,in turn,isone reason 





WHEN BETTER AUTOMOBILES ARE BUILT :- 





